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EXPORTS oF =v 


| FORD ) ASSEMBLY 
PLANT AT SALT LAKE 


CARS, TRUCKS 
OFF SLIGHTLY 


De- 


January Shipments 
cline; Parts Show 
Gain 
ASHINGTON, March 
' 17. —January exports 
of automotive products were 
$15,480,487, as compared 
with $16,413,129 in December 
and $31,166,674 in January, 
1930, Department of Com- 

merce reports. 

Reduced shipments of passenger 
cars and trucks amounting to 


$7,127,056 in the month, compared 
with $8,841,560 for December 
/ 1,563,671 for January, 1930, 
( ‘punted for the lowered valuation in 
January shipments, . 

Exports of miscellaneous products 


were valued at $8,353,431, an increase | 
over'| 


of $781,862, or 10.3 per cent., 
December shipments. Due __to!} 
changes in the official export class- | 
ifications a comparison with the, 
1930 totals is difficult, the depart- 
ment states, except in the case of 
passenger cars, valued at over $2,000 
and trucks exceeding 2'% tons ca- 
pacity. 

The average export value of pas- 
senger cars was $591 against $601 in 
December and of trucks, $523, com- 
pared with $660. 

Denmark, with a gain over De- 
cember amounting to 121 per cent. 
in number of units and 100 per 
cent. in value, took the position of 
chief purchaser of American passen- 
ger cars, 
India following. 

Sweden and British India im- 
proved their position as truck mar- 
kets. 

As previously stated, the miscel- 
laneous group took an upward trend 
and fully sixteen of the individual 


(Continued on Page 2) 


and | 
ac- | 


Salt Lake City, Utah, March 1—| 
The Ford Motor Company has} 
| equipped an assembling plant in this 
city which will handle more ven 
300 cars a month, and it was sta 
that it is believed this number wil | 
be maintained to take care of the 
territory's requirements. 


The plant is equipped to build 53} 


types of commercial vehicles and for 
the painting of 38 different color 
options on commercial units. This 


| branch serves 116 Ford dealers of 


the mountain states. 


CAR BUILDERS 
SEEK TO OFFSET 
CANADIAN DUTY 


Packard States Position; 
Nash Pushes 


Plans 
ETROIT, March 17.— 
Automobile manufactur- | 


ers are continuing to study 
|Canadian market situation as 


ia result of the recent change 


in the tariff regulations of 
that country, making it im- 
practicable for many cars to 
be manufactured in the 
United States and _ shipped! 
into Canada. 

Packard Motor Car Company to- 
day, through R. E. Chamberlain, | 
general sales manager, made clear | 
its position in the following state- 


| ment:— 
with Canada and British | 


“Since February 21 all cars we) 
have shipped to Canada have —_ 
on the new ruling basis. This 
ing basis is that the duty is le 
on 80 per cent. of the American list, 
with 20 per cent. of the American | 


| list the limit of discount which can 


be given by any United States 


(Continued on Page 7) 


| per 


Late News Flashes 


Buifalo, 


N. Y., March 17.—J. A. O'Neil has been ap- 


pointed sales manager of the Houde Engineering Company | 


of this city. 
resigned. Mr. Wickham has 
for the future. 
a 
Atlanta, Ga., 


permanent 
patches. 
7 


Los Angeles, Cal., 


* 
March 17.—The eleven 
will spend $200,000,000 this year in building 5,000 miles of | 
highways, according to 


a 


He succeeds Frank A. Wickham, who recently | 


not yet announced his plans! 


| the 


a 
Southern states 
Associated Press dis- 


* 


fornia met competition by reducing tank wagon gasoline| 


prices to retailers 
and Portland, Ore. 


Seattle was also announced. 
* 


Austin, Tex., March 17.— 


Ae 


by 1 cent per gallon, in California cities 
A drop of 1’ cents in Tacoma and | Editorial: 


* 


No time has been set by the! Contemporary comment 


House Committee on Common Carriers of the Legislature | 


for taking final action on the pending bill which would | Engineering news 


limit the net income of companies operating oil pipe line’ 


common carriers to 10 per cent. on their investment. 
hearings on the measure occupied more than a week. 


Public 
It | 


was opposed by all major oil companies in Texas and by 
many independent operators, but was supported by the In- Cumulative February new passen- 
dependent Petroleum Association. 


| Sparks 
March 17.—Standard Oil of Cali-| Sells 260 cars in “off” year for 


| Calendar of coming events. 


« Used Car Sales Reported Good, | 


With Stocks Normal, in 6 Cities 


‘MOTOR AND STEEL 
PLANTS SET PACE 
IN INDIANA GAINS 


Indianapolis, Ind. March 17,— 


| Automotive and steel plants con- 
| tinued to lead in the upward trend 


of business in the Hoosier state 
— the last week, the weekly 

vey of business and industry con- 
| ducted by the Indiana Daily Times 
shows. 

A large contract for new business 
has been obtained by the Warner 
Gear Company of Muncie, a unit of 
the Borg-Warner Corporation, ac- 
cording to the report of John M. 
Simpson, general manager, who 
stated that production of transmis- 
sions for the International Harveste™ 
Company already has been started | 
{and a substantial addition to the 
| force of: more than’ two thousand 
;}men now employed will be made to | 
| care for the mew contract. 


| Definite indication of business im- | 
Simpson pointed | | 


provement, Mr. 
, out, is given by the fact that the 
' company’s staff of workers has been 
increased 15 per cent. since January 
1. A 40 per cent. increase in busi- 
ness during February, as compared 
to February of 1930, was reported 
by the Warner chief, who also 
stated that the month’s production 
was almost equal to that of Feb- 
ruary of the boom year, 1929. Last 
month 41,000 transmissions 
| produced, while 44,000 were turned 
out in the same month of 1929. | 
February’s business represented a 10 
per cent. increase over that 


(Continued on Page 6) 


HUDSON-ESSEX SALES 
CONTINUE TO PICK UP 


Detroit, March 17.—-Hudson and 
Essex car sales for the week ended 
March 7 showed an increase of 17.5 | 
cent. over the previous week, 
according to W. J. McAneeny, pres- 
ident and general manager. 

“Our sales started to pick up in 
the second week of February and 
the rise over the next month has 
amounted to more than 20 per 
cent., with the week of March 7 
showing the greatest gain, sales 


were | © 


| ° 
| ceived 


| fied. 





actually outrunning production by | 
}more than 200 cars. This week 
represented a 47 per cent. gain over 
same week of the _ previous 
month.” 


from Detroit 
Chevrolet dealer Page 3 

Finds used car turnover successful 
if consistent 3 

“Employment Im- 

proves” 

.Page 4 

.. Page 4 


Making coal deliveries profit- 


able 
Pages 10, 11 
Reference Tables 
Cumulative February new com- 
mercial car registrations...Page 5 
Passenger car accessories and 
equipment Page 8 


ger car registrations. .Pages 10, 11 


| sion. 


[Dealers in Centers From 


Coast to Coast Are Opti- 


mistic as Business Enters Into 


Spring 


Season 


kW YORK, March 17.—That a healthy condition exists 


in the used car market in 


is evidenced from reports 


various sections of the country 
in six centers, from coast 


— to coast. 


FINANCING OF 
CAR SALES T0 


DEALERS GAINS 


| Retail Installment 


vances Decline in 
| January 


Ad- 


ASHINGTON, March 
17.—Wholesale finan- 
cing of motor vehicles in- 
creased more than $4,000,000 
in January over the previous 
month, while installment re- 
tail sales showed a slight de- 
line, it was disclosed today 
iby Department of Commerce 
on the basis of reports re- 
from 492 automobile 
financing concerns. 

Of a total of 165,419 cars and 
trucks sold on the installment plan 
in January, 35.9 per cent. were new 
oe 61.5 per cent. used cars 

* trucks and 2.6 per cent. unclassi- 
The total number of cars 
financed in January, 1930, was 166,- 
151, as compared with 157,282 in 
the same month of 1929. 

Financing of new cars in Jan- 
uary totaled 59,346 units as against 


(Continued on Page 5) 


Dealers are optimistic as the pre- 


| spring season shows gains in used 
| car sales 


and reduction of used 
car stocks at a time when new car 
sales are also beginning to show 
forward strides. 

The following reports 
Newark, N. J.; Portland, Ore.; Los 
Angeles, Atlanta, Ga. and Kansas 
City all show increased used car 
business: 


from 


ae N. J.,March 17.—Deal- 
rs in Hudson, Bergen and 


maser counties in northern New 
| Jersey are reporting increased activ- 
| ity in both new and used business 
|so far this year, 

| The March i0 bulletin of the 
Newark Automobile Trade Associa- 
tion, reporting on February sales, 
States: 

“The monthly chart shows a very 
slight increase in used car sales, 
while the stocks on hand have taken 
quite a leap forward. Nevertheless, 
dealers in this section are optimistic 
and, though improvement is not 
very well marked, the trade is feel- 
ing more hopeful and definitely ex- 
pects a fairly good turn of business 
in the near future. 

“At present the ratio of used to 
new car sales, as reported through- 
out the country, has dropped, and it 
is indicated that dealers reporting 
are now turning not more than 1.65 
used cars for every new car sold. 
Recently this ratio has held pretty 
close to an even two used for one 
new car sold.” 

The association's chart shows the 
1931 curve as Slightly below 1930 in 
sales, or approximately ninety units, 
while stocks on hand show a de- 


(Continued on Page 2) 


‘Truck and Bus Regulation 


Study by I.C.C. at an End 


WASHINGTON, March 17.—This 
week will see the wind-up of 


the nation-wide investigation into 


;| the subject of truck and bus opera- 


{ TODAY | 


, | simce last fall. 


tion which the Interstate Commerce 
has been conducting 
It is indicated that 
the findings of the investigation 
will have a vital bearing on the 
transportation industry of the fu- 
ture. 

The 
conducted by 
chairman of 


Commission 


the inquiry, 
Ezra Brainerd, Jr., 
the commission, and 
Leo J. Flynn, waniner. has been 
the devising of plan for co-ordi- 
nated rail and ae operation. Rail 
and motor interests have come into 
| bitter conflict in the course of the 
| investigation, with the former con- 
| tending for regulation of the latter 
“to equalize competition,” while the 
}motors have, in turn, defenaed 
| themselves strongly against aggres- 
Many conflicting 
have developed in the course of the 


objective .of 


elements | 


inquiry, so that the entire problem 
has been clouded with innumerable 
difficult questions 

But the pivotal and indisputable 
fact on which the entire investiga- 
tion is grounded is that the rail- 
roads are facing a fight for their 
very existence. Inroads from bus 
and truck operation, inland water- 
ways and pipe lines have not only 
imperiled profits, but are challeng- 
ing the railroads to a battle to the 
death. For the moment, however, 
attention has been shifted from the 
questions of inland waterways and 
pipe lines and is concentrated on 
the highway carriers, which railroad 
men themselves admit are here to 
stay. 6 

The matter, then, in its principal 
phase, narrows down to the ques- 
tion of just what is to be done to 
work out a plan that will be fair to 
both sides and at the same time 
| guarantee to the public adequate 


(Continued on Page 12) 





Three New Jers sey Counties 


Find Business 


Ahead of 1930 


(Continued from Page 1) 


crease of almost 200 units from the 
game number of dealers reporting. 

That buying interest in automo- 
biles is increasing in Bergen 
county and that sales in that sec- 
tion wil] exceed those of last spring 
is the belief of Walter Shea, Tea- 
meck Chevrolet dealer. He bases his 
prediction on sales made and num- 
ber of prospects visiting his used 
ear lot in the past few weeks. 

In discussing its recent used 
gales, Mr. Shea says: 

“Our sales opened last Saturday 
and ‘immediately attracted greater 
interest than I had anticipated 
Sales to date also have exceeded 
expectations. We have had twice 
as many callers at our used cal 
showrooms than in any previous 
like period. At the present rate of 
sales, and if current interest con- 
tinues. we will sell more cars in 
March than in any former month. 

‘“‘Many factors appear to make up 
the present lively interest in used 
cars. The public today is more 
favorable than ever toward used 
cars. The public is again in a buy- 
ing mood. Many persons have 
driven their present cars a year 
longer than they had intended, and 
now want to replace them, but can- 
not afford a new car. Others are 
buying used cars as the second and 
often third car for the family. 
Salesmen are ‘freshening up’ their 
business cars in anticipation of ex- 
panding business. So are some 
grocers and other merchants, who 
are planning to revive home deliv- 
eries, and others who are building 
up their present fleets. All these 
are interested in used trucks.” 


car 


M. H. Sloan, manager of the 
Lasser Motor Corporation, Newark 
Ford dealer, reports new and used 
car sales unusually high. He says 
that used car stocks are the lowest 
in the history of the concern, with 
a brisk demand 

The Foley Chevrolet Motor Sale: 
Corporation of Newark has had a 
very good business in both new and 
used cars, and anticipates con- 
tinued gains from now on. 

The De Cozen Motor Car Com- 
pany, Newark, Chrysler dealer, has 
started its semi-annual used car 
sale, and anticipates a good reac- 
tion. 

William Hufnagel, Chevrolet deal- 
er of North Bergen, reports ex- 
cellent new car businesss and gains 
in used car sales since the opening 
of its used car branch in Nest New 
York 

The sale of used cars, particularly 
of the better grade, in northern New 
Jersey for the past month have 
reached proportions that compare 
favorably with the volume sold for 
the same period during 1929, accord- 
ing to Fred J. Herold, proprietor of 
Blue Ribbon Motors, dealers in used 
cars, With salesrooms at 450 Hudson 
Boulevard, Union City. He reports 
that the demand at this time is 
greater than any season of the past 
two years, and that the stock of 
used cars in the hands of new car 
dealers are lower and of better 
quality now than ever before. 

The Long Branch Auto Company, 
Ford dealer in Long Branch, reports 
a gain of five units in used car sales 
so far this year as compared with 
the same period a year ago. Used 
car stocks are lower. 


Portland, Ore., Dealers Getting 
Good Prices for Used Cars 


PORTLAND, Ore., March 17.—With 

~ stocks low and in good condi- | 
tion, Portland's used car depart- 
ments now have an excellent chance 
to unload all the cars that have been 


carried ever, and at prices higher 
than could have been obtained a 
month er s0 ago. 

In fact, some of the dealers are 
complaining about not having 
enough used cars to sell. “We want 
more used cars,” says C. Phillips, 
sales manager of the Buick Com- 
pany. “We have twenty-four sales- 
men who need something to sell. 
But we are not overappraising either 
for the purpose of selling new cars 
or building up our stock of used 
cars.” This firm sold 105 cars in 
February and has sixty on hand 
now, a8 compared with 225 which 
the company had at the same time 
Jast year. 

Business on used cars has picked | 
up materially in the last three or | 
four weeks, due in part to an ad- 
vertising campaign put on by the 


| Used Car Managers’ Association. A 
“Used Car Week” 
and visitors invited to see the 
stocks of the various dealers. which 
were given a prominent place in the 
dealers’ establishments for that 
week, with particular attention paid 
to the merchandising of them. 
Chase Garfield reported February 
sales on used cars 50 per cent. 
greater than those of January and 
business starting to look good. ac- 
cording to V. E. Anderson, used car 
manager. This firm's stock on 
hand is only about one-third of 
what would normally be carried. 
High grade used cars are going up 
in price, says Mr. Anderson. People 
will buy, but they want a long shot 
on their old cars, and there is more 
junk being driven now than any 
time during the past ten years. 
However, the buyers are going to 
find that they cannot dictate terms, 
that the dealers are not taking in 
junk and are. not going to pay any 
more than the cars are worth. 
There won't be such a s volume of 


If you are asked as 
to what kind of car 
upholstery positively 
won't shine clothing 
... the answer is 


The * 


SUPERIOR MOHAIR 


“Save With Velmo” 


AUTOMOTIVE DAILY NEWS, 


was advertised | 


| rolet, 


| business, therefore, but it will be 
business of a better class. 

E. A. Renisom, used car 
of the Finch Motor 
Pierce-Arrow distributor, reported 
the volume for February about the 
same as during the same period in 
1930, but stated that more units were 
involved, Mr. Renisom, as well as a 
number of other automobile men, 
mentioned the effects of the soldiers 
bonus recently granted by Congress 
Already the reaction has been felt 
in Oregon, the dealers having had 
lots of inquiries from men who ex- 
pect to get this loan. Mr. Renisom 
believes that for this reason and a 
number of others that spring buying 
is going to be better. The average 
Sale on used cars being made by 
this company right now runs around 
$350 per car, although a number of 
more expensive have been 
turned. 

C. B. Simpson of the F. A. Cook 
Company states that his used car 
department is in better shape than 
it has ever been. He has thirty- 
five or forty cars on hand, as com- 
pared to sixty last year, and thinks 
that within another month there 
will be a shortage of good used cars, 
and@ he looks for the prices to go up 
Mr. Simpson believes the used car 
dealer need not worry. 

E. C. Propst of Roy Burnett 
Motors, De Soto and Plymouth dis- 
tributor, also mentioned the sol- 
diers’ bonus bill as a factor in favor 
of greater sales. Business is look- 
ing better, he says, and he expects 
to increase sales 25 per cent. over 


manager 
Company. 


cars 


(Continued on Page 5) 


ENTIRE INDUSTRY 
AIDED BY SHARP 
FEBRUARY UPTURN 


NEW YORK, March 173.—A study 

of the trend of automobile pro- 
duction in recent years reveals that 
the gain of 29 per cent. in the Feb- 
ruary output, as estimated by the 
National Chamber of Commerce, 
over that of the preceding month 
was the greatest upturn in any 
February since February, 1928, when 
there was an increase of 40 per cent. 
over January. 

The February production has been 
estimated by the N. A. C. C. at 
Slightly more than 230,000, as 
against 178,399 in January. In Feb- 
ruary of 1928 production jumped to 
336,300 from 240,191 in the preceding 
month. - 

A segregation of the February 
figure into two groups reveals an- 
other interesting fact. Ford and 
Chevrolet combined last month ac- 
counted for production of slightly 
more than 152,000 cars and trucks 
This left a total of about 78,000 for 
the rest of the industry. as com- 
pared with less than 55,000 in Jan- 
uary, a gain for this section of the 
industry of approximately 47 per 
cent. It will be noted that this gain 
by cars other than Ford and Chev- 
rolet was much larger than the up- 
turn for the industry as a whole. 

The combined Ford and Chevrolet 
| output of 152,000 last month com- 
| pared with 125,000 in January, an 
unturn of 21 per cent. 

In other words, Ford and Chevy- 
combined, accounted for 61 


| per cent. of the estimated output 


| industry 


| be one of the most favorable 


| items had a higher 


| sembly, 


in February, as compared with 70 
per cent. in January. 

The sharp recovery in the pro- 
duction of the other section of the 
is an encouraging devel- 
opment and is taken in the trade to 
signs 
of business improvement vet to ap- 
pear. 


JANUARY AUTOMOTIVE 


EXPORTS IN DECLINE 


(Continued from Page 1) 


valuation than 
during the preceding month. 
Automobile engines, parts for as- 
motorcycles and spark plugs 
were decidedly improved, while 
shipments of brake lining, acces- 
Sories, portable electric tools and 


| pumps for gasoline and oil suffered 


the heaviest decreases. 

Imports of automotive products 
during January totaled $39,163, a 
decline of $122,440, or 76 per cent., 
from the corresponding month of 
last year; passenger cars dropped 69 





per cent. in value and bodies and 
parts were $88,435, or 72 per cent. 
reduced. 


| ragged stone chips and chops the rubber, 


| hard time of it. 
is one-third that of the same casing in this country, 
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Long Live the Tires 


That Dodge Marathon 


HAT annual dinner of the United States Rubber Club, 
made up of executives of the great corporation, afforded 
this column conductor an opportunity to pick up considerable 
information of interest concerning tires here, abroad and 
For instance, we talked with G. D. Worthington, 
in Detroit 


elsewhere. 
United States sales manager for South Africa, 
and the United States for the first time. 

From the tire viewpoint at least, we, in this country, do 
not really appreciate our miles and miles and miles of beau- 
tiful concrete, to Mr. Worthington’s mind. In South Africa 
the roads they do have are stone and easily washed out by 
the heavy rainfalls. In consequence tire life there is com- 
paratively short compared with American longevity. The 
and treads have a 
The average life of a tire in South Africa 
our 
Ten thousand miles is something unusual— 
Excessive heat also 


visitor declared. 
around 6,000 or 8,000 is the average. 


takes a heavy toll. 
. * « 


S for cars and trucks, there are about 156,000 in South 
Africa in a white population of one and one-half mil- 
lion. Of these 85 per cent. are of American make, with 
Ford, Chevrolet, Buick, Graham, Chrysler, Hupmobile and 
Nash very popular. The roads hit the cars as hard as they 
do the tires and Worthington says the average life of an 
automobile in his domain is from eighteen months to two 
years. On an average no car is over three years old. 

Prices on American cars run about 70 per cent. higher 
than at home here. As an example, a Ford sedan brings 
$1,100 in South Africa. General Motors and Ford both have 
assembly plants there and both lend a helping hand to the 
white race, each boasting 100 per cent. white labor. 

* % * 

T this same banquet was L. M. Simpson, general sales 
manager of United States tires, responding to the din- 
ner bell which he heard in Florida, at the fag end of a six- 
weeks’ business trip, which included a careful survey of the 
Pacific Coast situation. From California, Mr. Simpson came 
back by way of the Panama Canal, taking in Florida and Cuba 

before he headed north for the organization's big party. 

In a nutshell, he found that in the territory he covered 
there is a quickening of buying, particularly in higher grade 
tire lines, and that there is a growing feeling of optimism, 
particularly marked in California and Florida. Cuba, watch- 
ing the United States closely, is responding to the business 
upturn. 

There will be a substantial gain in replacement tire sales 
over 1930, Mr. Simpson thinks, large increases in replenish- 
ing being noticeable in all parts of the country. 

On the coast he visited the corporation’s recent acquisi- 
tion, the Samson Tire & Rubber Company, which is now one 
of the divisions. Samson has greatly increased production 
since the purchase and has added hundreds to its pay roll. 


*” * ax 
ILLY ARNOLD, champion race driver, who created 
some of the new stock car records for Chrysler at 
Daytona Beach, is still in Detroit, attached to the engineer- 
ing staff until he is ready to start training for the Indian- 
apolis race. 

The other night, just at dusk, Billy started to leave the 
engineering building. As he was getting into his car a man 
stepped onto the curb, paused and then said: “That was great 
work you did in Florida, Billy. Keep it up. I want to have 
a long talk with you some time.” 

The polite champion, appreciating the compliment, 
thanked the stranger, then asked: “Who are you?” 

“Walter P.,” smiled the figure in the dusk. 

And that’s just who it was—Walter P. Chrysler, who 
had only met the champion once, and that several months 
before, yet whose memory for faces was so keen he could 
remember Arnold. 


plant at St. Louis, Mo., soon, it was 
learned here. Mr. Atcheson went to 
St. Louis Friday to give attention to 
preliminary matters to taking over 
lotte plant of the Ford Motor Com- | the much larger responsibilities than 
| pany, will assume the position of| have rested upon him at the Char- 
|} general manager of the company’s| lotte plant, 


F. A. ATCHESON TO DIRECT 
FORD PLANT AT ST. LOUIS 
Charlotte,.N, C., March 17.—Frank 
A. Atcheson, manager of the Char- 
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SELLS 260 CARS IN ‘OFF’ YEAR 
WITH HIS UNIQUE BUDGET PLAN 


John Valante of Lanning Motor Co., Jersey City, 


Attains Fourth Place 


in New Chevrolet and 


First in Used Car Sales in Zone 


F 


star salesman for the Lanning Motor Company, 


dealer of Jersey City, N. J. 
car sales and 137 used cars. 

Four years in a row Valante has 
attained membership in Chevrolet 
clubs, twice in the 
“72 Car Club” and 
the second year 
running in the 
“100 Car Club.” 

And in 1931 the 
goal he has set 
for himself is the 
presidency. 
In this respect his 
mark in January 
Was twenty - six 
new and five used 
cars, with Febru- 
ary and March business on a par 
with last year. He is candidate for 
treasurer of the Atlantic Coast 
Region for January. 

Valante has a unique system of 
operation. Instead of setting up a 
quota of so many cars, he figures 
hew much money he must earn 
each month and with that amount 
determined goes out and sells the 
necessary number of new and used 
cars to attain that goal. 

Although 1930 was a tough year 
in which to Sell cars, compared with 
1929, Valante turned in approxi- 


; 


John Valante 


mately twenty more new and forty 
more used cars last year than the 
year previous. 


Finds Used Car Turnover 


OURTH in the zone in new car sales and top man in used 
car sales in 1930, is the unique record of John Valante, 


Chevrolet 
123 new 


His 1930 mark was 


s 


contacts, closer 


but the 


This 
follow-up and harder effort, 
salesman’s own budget plan of how 
much he to earn made 


harder effort essential, for the prices 
of cars were lower and more had to 
be sold to keep the budget up 

He attributes his selling success 
to strict follow-up in Chevrolet poli- 
cies plus continued follow-up and 
personal interest in his contacts. 

Valante definitely assigns his rec- 
ord of sales to these policies, which 
are religiously followed His pros- 
pect file is regularly checked and 
edited for live prospects, whose 
former reactions to calls indicate 
they are about to buy. He works 
long hours. He makes a compara- 
tive study of all makes of cars that 
can be successfully considered as 
competitive to his own. And he 
knows the workings of his car. 

Another part of his program is to 
have a demonstrator always at his 
disposal and never keep it for 
demonstrations more than three 
months. 

His commercial car 
proximately 10 per cent. 
car sales, was secured from 
vocational file. He makes a reason- 
{able number of truck calls daily. 


meant more 


wanted 


business, 
of his new 


Successful if Consistent 


CONSISTENT turnover in used 
ears and a vigorous campaign 
against used cars that remain in 


stock for more than sixty days con- 
tribute to the successful manage- 
ment of the used car department of 
the San Antonio Buick Company of 
San Antonio, Tex. 

“We consider it of 
tance to keep used 
G. W. Hudson, manager 
partment, explained. “Used cars 
that are permitted to remain in 
stock over a long period of time be- 
come losses to the business, no mat- 
ter for what price they may be sold 

“If we permit a used car to stay 
in stock over sixty days, there are 
several charges which tend to cut 
down the profit which would be de- 
rived from a quick sale, There 
must be supervision, a_ certain 
amount of upkeep, care of the car, 
sales effort, cost of storage, depre- 
ciation in value and other elements. 

“We will take in any car on a 
trade-in, although we endeavor to 
keep our stock up to date and in 
good condition. Every car we sell 
is backed by the San Antonio Buick 
Company, which has been in busi- 
ness in San Antonio for a good 
many years, and has a reputation 
for fair dealing which must be 
maintained 

“When a used car is taken in on 
a sale, we make a record of it on a 
form sheet kept for that purpose. 
As fast as a Car is sold, it is marked 
off this sheet. Those that are not 
marked off within a few weeks are 
checked up to see what the trouble 
is. The car may be an old model, 
an orphan, or have some objection 
which makes the sale harder. 

“When the car is in stock more 
than thirty days, it becomes a 
special and is given more atten- 
tion, The salesmen are instructed 
to use special effort in moving that 
car. Every saleable feature is 
brought out. If it needs a little 
touching up, we go over it again 
to make it more desirable. 

“When a car has been in stock 
for sixty days, nothing is left un- 
done to move that car out right 
then, and we keep busy on it until 


vital impor- 
cars moving,” 
of this de- 


the salesman 
At any rate 


a special bonus to 
who makes the sale. 
every salesman must report at 
night what efforts, if any, he has 
made toward moving that car out. 

“Our turnover in used cars is 
steady and consistent. We make a 
complete turnover in our used car 
stock in less than thirty days. We 
do this by keeping our salesmen 
constantly alert, having a good stock 
of cars, putting them in good con- 
dition before offering them for re- 
sale, giving them a good guaran- 
tee and pricing them right for a 
quick resale. 

“We have found that real 
lies in the quick resale of a 
car. When a car is permitted to 
stand around for more than two 
weeks the salesmen lose interest in 
it, it becomes a drug and must 
have special stimulus to get rid of 
it. For this reason we do our best 
to keep all cars moving as rapidly 
as possible. It increases the net 
profit, increases the business vol- 
ume, encourages the salesmen and 
keeps the department in a healthy 
and prosperous condition. 

“One method we use in selling 
used cars is to keep a close check 
on our credit department. The 
purchaser of a used car will buy 
another car within thirty days after 
he has completed the payments on 
his first sale. This will hold true 
in 75 per cent. of all cases and will 
often run higher than this. 

“If a man buys a car today and 
has it paid out within six months 
he is a good prospect for another 
sale. He will be interested in an- 
other used car of better quality, a 
later model and a better price, or he 
will be in a position where he can 
purchase a new Car, 

“When a man pays off his used 
car payments we check up on the 
credit department. If he is a good 
customer, we immediately start after 
him to buy another car. He has 
been running his used car all the 
time he has been making the pay- 
ments; he has become accustomed 
to a car and is anxious to drive 
|something better. We pick out a car 
| that we believe will suit him, to- 
|} gether with several other cars from 


profit 
used 


land a 


ap- | 
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‘CHEVROLET MEETINGS 
PEP DEALER CONCERNS 


Cincinnati, Maich 17. 
for two days was the mecca for au- 
tomobile salesmen and executives in 
Queen City zone, when 
retall 
Ohio, 
portion 


Cincinnati 


the 
from all 
Indiana 
Virginia 


salesmen 
Kentucky, 
West 
gathered here for a conference with 


Chevrolet 


points in 


ol 


executives 

Chevrolet assembly, accord- 
ing to G. R. Browder, Norwood zone 
manager, was for the purpose of 
hearing factory officials in an ag- 
gressive move to bring big business 
back to the level of previous years. 
A feature of the day’s program was 
a luncheon at which officers of 
the Norwood zone 100-Car Club 
were installed by Mr. Browder and 
A. F, Young, regional manager. 
Members of the club were given 
awards and the officers installed 
were J. Fannig, Superior Chevrolet 
Sales Company. Cincinnati, presi- 
dent; C. Duhme, Avondale Motor 
Car Company, Cincinnati, vice- 
president; Cc Jenkins. Central 
Motor Company, Hamilton, secre- 
tary, and G. Huppmann, Glenway 
Motor Company, Cincinnati, treas- 
urer. The Norwood organization 
has twenty-six members, elected on 
the basis of sales performance of 
1930. 


factory 
The 


Utica, N. Y., March 17.—More than 
450 Chevrolet salesmen in the Syra- 
cuse district met. at the Utica The- 
ater in this city, where sales offi- 
cials of the Chevrolet Motor Com- 
pany conducted a sales convention 
Heading the list of factory men at 
the session were W. M. Packer, re- 
gional manager, with headquarters 
at Buffalo; J.J. Maume of Syracuse, 
zone manager, and M. D. Douglas, 
general parts and service manager 
from Detroit. 

The meeting began with a lunch- 
eon at the Hotel Martin, 
later with the business session at 


| the Utica. The feature of the lunch-| 


eon was the installation of zone of- 
ficers in the 100-Car Club, the 
Syracuse district having thirty-five 
members in this nation-wide or- 
ganization of salesmen who sell 100 
cars or more in twelve months. 

The following officers were in- 
stalled: President, S. E. Cummings, 
Griffith Chevrolet Company, Boon- 
ville, N. Y., who led the zone in car 
sales in 1930, selling 261; vice-presi- 
dent, Raymond Seaker, Seaker- 
Graves Motor Company, Gouverneur, 
205 cars: secretary, E. P. Geler, Liv- 
ermore-Traendly, Inc., Albany, 117 
cars; and treasurer, R 
Glove Cities Chevrolet 
Gloversville, 187 cars 


Company, 


March 17 (UTPS) 
Frank C. O'Reilly, Tucson Chevrolet 
dealer, accompanied by twelve 
O'Reilly Chevrolet salesmen went to 
El Paso, Tex., to attend the novel 
retail sales convention held there for 
all Chevrolet retail salesmen in the 
El Paso zone ‘By participating in 
this meeting,’ Mr. O'Reilly said, “we 
feel that we will be better equipped 
than ever to get a larger volume ol 
business from this territory than it 
yielded last year. Already business 
is picking up. We hope to make 
this spring here one of the best 
years that Chevrolet ever had 


Tucson, Ariz., 


DE VAUX DISTRIBUTOR 
OPENS HEADQUARTERS 
Newark, N. J., March 17.—The 
United States Motor Sales Com- 
pany, newly appointed De Vaux 
distributor for New Jersey, an- 
nounces that its headquarters will 

be located at 493 Broad St. 


and invite him in to 
As previously stat- 
of customers buy 
again when they have completed 
their payments, and buy within 
thirty days after the final payment. 

“Every morning we have short, 
snappy sales meetings in which any 
problems or suggestions are brought 
out. Generally, these are to review 
the previous day's work and to dis- 
cuss plans for the present. We also 
use these meetings for furnishing 
salesmen with lists of cars that have 


he so desires 
look them over. 
ed, 75 per cent. 


been in stock for too long a time | 
and urge them to keep busy on these | 
|cars until they are sold. We never 


fail to get immediate results when 


it is moved. If necessary we offer | which he may make a selection if} such an appeal is made, 


600 | 


followed | 


M. Barker, | 


| response 


' any desirable suggestions and. 
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ORIGINAL SERVICE | 


FOLLOW-UP USED 


Red Tab Shifting System 
Checks Calls and 
Results 


AN UNUSUALLY thorough service 

inducement and follow-up system, 
is in use by 
Ford dealers, 


in character, 
Sperzel & Schwartz, 
7241 West Chester Pike, Upper 
Darby, Delaware county, Pa, One 
part of this plan applies to Ford 
owners who have purchased their 
cars elsewhere and have never pa- 
tronized the Sperzel & Schwartz 
service station, and the other part 
applies to those who bought their 
ears from this dealership but have 
ceased bringing it in for service after 
the expiration of the ninety-day 
warranty period following its pur- 
chase. 

With regard to the first mentioned 
group, or non-purchasers from the 
firm, the dealers obtain their names 
through daily receipt of the car reg- 
istrations recorded in Harris- 
burg, the state capital, although, of 
course, there is nothing original in 
this particular phase of the system 
Sperzel & Schwartz restrict their 
solicitations to Delaware county 
within an area convenient to the 
service station, selecting from the 
Ford car registrations the names of 
those living within this radius. The 
next step is to mail to each of these 
Ford owners a carefully prepared 
letter calculated to make them ac- 
quainted with “Sperzel & Schwartz 
superior service,’ as it is announced 
in the letterhead emblem. The let- 
ter, covering the importance of lu- 
brication, is along the following 
lines: 

“With the recent reduction from 
$1.50 to $1 in our labor charge for 
oiling and greasing the Ford car in 
mind, we wish to emphasize the 
importance of lubricating your car 
every 500 miles 

“It has been proven that a sys- 
tematic lubrication of the various 
parts of the car at the mileages 
specified will not only render the 
maximum in riding qualities, but 
will eliminate major repairs which 
are caused by neglect. 

“Why not have your 
cated every 500 miles at 
Consider: 

“Our convenient location 
69th Street terminal 

“The privilege of leaving your car 
in our building all day while being 
serviced where it will not be ex- 
posed to the weather 

“And—our nine years’ experience 
in servicing Ford products, 

“We believe these items 
be given serious thought 
selecting your Ford service 

“Very truly vours, 

‘SPERZEL & SCHWARTZ 

The dealers employ two service 
men and a foreman, but to only one 
of the service men—and always the 
same one detailed the duty otf 
making calls. These visits are timed 
for hours in the day in which serv- 
ice work lightest and when the 
man can best be spared. In case 
the Ford owner in this group does 
not bring his car in for service in 

to the letter, in four 
time the service man calls 
looks over his car, makes 
if the 
case warrants, makes needed adjust- 
ments free of charge, describing also 
the facilities for general and special 
service of the Sperzel & Schwartz 
shop. 

With regard to the second group, 
or those who had purchased cars 
and failed te bring them in for 
service after the expiration of the 
free service period of ninety days, 


original 


as 


lubri- 
shop? 


car 
our 


to the 


should 
when 
Station 


is 


1S 


months’ 
on him, 


the follow-up is first made by the | 


salesman who sold the customer the 
car. This salesman receives 5 per 
cent. on all paid service work done 
on the job for ninety days there- 
after. Should the salesman’s fol- 
low-up call, however, fail to bring 
in the customer, the next step is to 
send out the service man to ask the 
customer why he has not called, ex- 
amine his car, answer questions 
with regard to its condition and 
needs and suggest it be brought to 
the service station. When the serv- 
ice man is detailed to make the 
| follow-up call, the salesman there- 
jafter receives no commission on 
service work. As soon as the service 


oa 


man has paid his visit, his call date 
is placed on record in a book, and 
| there can be no dispute about a 
commission thereafter on the part 
of the salesman. 

The names and addresses of own- 
ers of Ford cars in the area covered 
by the dealership are listed by ad- 
dressograph in a file cabinet. A red 
tad placed on the upper left hand 
corner of the car owner's card indi- 
cates that the service man has 
‘alled on him. As soon as the car 
owner has brought his car to the 
Station for paid service, the red tab 
is shimted to the upper right hand 
corner of the car, which indicates 
that the car owner is now a service 
customer. This shows ‘how effective 
are the calls of the service man, 
That the system, although put into 
operation only recently, is working, 
is indicated by the fact that of the 
man’s first 250 calls, 5 per 
‘ent. proved productive within three 
weeks. The service man is a 
ing thirty calls daily 

Four or five times a year service 
ietters, each covering a different 
phase of work, are mailed out and 
an extra letter sent every time 
there is occasion for a special an- 
nouncement regarding service 

A letter now being prepared covers 
the following: Suggestions on valve 
grinding and carbon cleaning, tun- 
ing the motor and timing, cleaning 
the battery terminals and changing 
the transmission oil to a lighter 
grade for seasonable driving An- 
other form of spring letter says 

“Perhaps you are planning or 
thinking of motor trips during the 
next few months—trips that can be 
enjoyed only with a properly func- 
tioning motor and the thought in 
mind that your car has recently 
been inspected to relieve the petty 
annoyances. 

“Due to the hard starting and ex- 
cessive choking during the cold 
weather, there is, no doubt, quite a 
bit of carbon in the motor, or the 
valves may be seating improperly, 
causing a loss of power and waste 
of gas. 

“Why not have the valves ground 
and the carbon cleaned and at the 
same time your anti-freeze can be 
drained, your radiator flushed out 
and clean water put in. We will 
save the anti-freeze if desired 

“Have the spark plugs and 
distributor set properly and 
carburetor cleaned out and 
justed. 

Have 
spected, 
replace 
worn. 

Drive 


service 


verag~- 


1S 


the 
the 
ad- 


terminals in- 
corrosion and 
that may be 


the battery 
remove any 
any cables 


let us look your 
car over for you. We are as much 
interested in keeping it in good 
condition as you are in having it 
always ready to deliver 100 per 
cent. satisfaction.” 


JANUARY SALES OF 
TWO CARS TOP 1930 


17.—-Auburn 
as (wo cars 


in and 


March 
tadillac stood out 
to show gains in retail sales in 
January of this year over the cor- 
responding month of 1930, and 
Willys sales of this year practically 
equaled those of a year ago, ac- 
cording to registration returns 
from all states except Georgia and 
Louisiana. 

Auburn registrations in January 
in the forty-six reporting states and 
the District of Columbia amounted 
to 1,041, as against 660 in the same 
states in January, 1930, a gain of 
57 per cent. 

Cadillac registrations in those 
states amounted to 905, as against 
566 a year ago, an increase of 60 per 
cent. 

Willys registrations totaled 1,998, 
practically the same as the 2,001 
reported for January of last year. 


New York, 


ind ¢ 


HUDSON COUNTY LINCOLN 
DEALERSHIP CHANGES NAME 


North Bergen, N. J., March 17. 
Change in name and control of the 
Hudson County Lincoln dealership 
has been announced by Roy Hall, 
who has bought the stock and in- 
terest of Carl Auf der Heide in Hall 
Auf der Heide, Inc. The concern 
now known as Hall Motors, Ine, 

Hall is the head of the coneern, 
in full charge. The same personnel 
is retained. Showroom and service 
departments are at 3939 Hudson 
| Boulevard, North Bergen. 
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NEWS BRING RESULTS 
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‘7 PITTSBURGH AUTOMOBILE 
DEALERS ASSOCIATION 
ELECTS OFFICERS FOR ’31 
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Automotive Baily News 


“Of, By and For the Entire Automotive - 
Pittsburgh, March 17.—At the an- 


|nual meeting of the Pittsburgh Au- 
| tomobile Dealers’ Association and 
directors’ meeting at the Pittsburgh 
| Athletic Association, the following 
| officers and directors were elected: 


enolished Every Day Except Sunday and Monday by 
® AU'LOMOTIVE DAILY NEWS suntan CORPORATION, 


350 Hudson St., New York, 
O. J. Bider, President. H. A. Tarantous, Vice-President. * alexander Johnston, Secretary. 


Entered as second-class matter August 27, i925, at the post office at 
New York, N. Y¥., under the Act of March 3, 1879. 
2716 Graybar Bidg., New York, N. Y. Telephone MO hawk 4-6388 


Distribution—Net paid Average over 10,000 daily guaranteed. ©. A. Rebtaeyer, C. A. Rehtmeyer, 
Member A. B. C. 


Inc., Oakland-Pontiac distributor, 
EO — ‘ : 
WEDNESDAY, MARCH 18, 1931 | re-elected president; H. D. Eierman, 


| Steel City Automobile Company, 
ADVERTISING AND ren, ee aaa Peerless distributor, re-elected vice- 
ss M le war chipper, Hastern ° - 
eet? b- eee ‘Detroit Bureau, 427-8 Fisher Building, Detroit, Mich., president; George P. Gray, Nash 


fanager, 333 North Michigan Ave., ; 
peene Empire 3500; Willard R. Cotton, Western Manag g Pittsburgh Motors Company, Nash 


ld- 
ay Tl » phone Central 5936; Metz B. Hayes, New England Manager, Little Bui q " 

Boston, * Mass.; Blanchard, Nichols & Coleman, American National Bank Building distributor. re-elected treasurer: W. 
a Francisco, Cal.; Lincoln Building, Los Angeles, Cal.; 1037 Henry Building, Seattle, N Owings vecclacted sectetare- 
manager. 


Wash. Address ALL advertising and business correspondence to 2316 Graybar Building. 
Directors elected for a three-year 


York Cit 
—. EDITORIAL DEPARTMENT 
term were C. A. Rehtmeyer, re- 


350 Hudson St., New York, N. ¥. Telephone CA nal 6-1000. 
elected: J. J. Kilroy, Jr., Frank D. 


xander Johnston, Editor. William C. Callahan, News Editor. 
Detroit Bureau—Chris Sinsabaugh, Editor, 427-8 Fisher Building, Detroit, Mich., phone ; 
Saupp, Inc., Dodge distributor, re- 

elected; Charles L. Day, Oldsmo- 


Empire 3500. Contributing Editor, John C. Wetmore. A Benson Carleton, Technica) 
Editor. 
J y — C. H. Wilson, Manager. 
CIRCULATION DEPARTMENT : bile Pittsburgh Company, Oldsmo- 
bile distributor; J. A. O'Malley. 


Mail subscriptions to 
2 y fork, N. ¥. Telephone TR afalgar 7-4500 
ier Matestban pene” $20.00, for United States and Canada. 
Pittsburgh Auburn Company, Au- 
burn-Cord distributor; I. W. Dan- 


Subscription Rates—One year, $12.00; two years, 
To Foreign Countries—One year, $15.00; two years, $26.00. Single copies. 5 cents. 
forth, I. W. Danforth, Inc., acces- 

sories distributor, re-clected. 


Employment Improves 
NORTH HUDSON’S SHOW 


NE of the most hopeful straws that the economic winds 
have carried to our doorsills in many months is the 
ATTRACTS HUGE CROWD; 
DE VAUX EXHIBITED 


announcement by Secretary of Labor Doak that employment 
showed a definite uptrend during February. The figures 
are based on returns from 13,377 identical manufacturing 
establishments, employing 2,772,219 workers, and a weekly 
payroll of $66,567,283. They show a gain during February 
of 1.4 per cent. over employment levels of January and an 
increase of 7.5 per cent. over the payrolls for that month. 

Mr. Doak calls attention to the fact that this is the first 
satisfactory indication of a general upward employment | 
trend since the stock market crash in October, 1929, heralded 
one of the longest business depressions of recent years. 

It would be unwise to accept this uplift in employment 
as a definite assurance that the depression is at an end. | 
Seasonal factors have something to do with it. The automo- 
tive industry during February entered upon a period of| 
normally greater production, with a heavier demand for 
labor. Nevertheless, we are justified in hoping that the 


February employment gain is more than a temporary and 
seasonal phenomenon. Industry in March, with half of the! in the metropolitan dist~ict of the 


month behind us, has continued to increase production along entire line of De Vaux cars. The 


mee agage cars are represented in Hudson 
serve > ; , ) show 
conservative lines. March employment figures should sh | Sounder iy. te Wamaed Binbee Bees 
a gain over February. M 


; | Sales Company of West New York. 
We may remember hopefully, also that. once employment | Ben Statfield, manager of the West 
definitely starts to rise as a depression ebbs, 


the upward | New York Sales Company, is in 
trend is usually a progressive factor in the situation. 


| charge of the exhibit. 
Chrysler Notes Change 


Prizes will be awarded this year | 
| for the dealer bringing the largest | 
|number of guests to the show, and | 
ALTER P. CHRYSLER, leaving for a brief trip to|pumber of ealen nS ‘Ne lareest 
Europe, left a message of cheer for the automotive | a 

jndustry. Mr. Chrysler told B. C. Forbes, the writer on COMING EVENTS | 

financial matters, that “about six weeks ago the mental atti- 

tude of the buying public changed. People seemed glad to, nanen 

get 1930 behind them They began after the turn of the -Sm-tes  Amgsioe, | Gal. | Pacific 

vear to feel better. ? 16-22—Los Angeles, Cal. Second Annua: 

. Then Mr. Chrysler spoke directly of the automotive Srcstiement «and §=Maginesring 

industry. “There has just set in,” he said, “definite, (oT eting “Materials.” resionel 

jmprovement in the buying of automobiles in this country. | jy .,_mestne, William Penn Hotel. | 

Europe is showing more interest, although this has not yet meeting, American Association of 

materialized in greatly increased demand.”’ oy a ~ 
Mr. Chrysler called attention to the improvement in the 

employment situation. He ventured the prediction: “Every-| 

thing indicates that during the next sixty days a still larger | 

percentage of the unemployed will be put back at work. This, 

in turn, will help consumption.” Mr. C hrysler reiterated his 

opposition to any cut in wage rates. ‘Labor,’ he said, 

“already has taken more reduction than any other class, what 

with lavoffs and shorter hours.” 


ment and Parts Show. | 
Don’ts to Remember 


40-April 3—Indianapolis, Ind. Eighty-first | 
meeting, American Chemica] Society. 
APRIL 
Milwaukee, Wis. Production meeting 

AGNUS ALEXANDER, head of the National Industrial 
Conference Board, recently promulgated to his organ- , 
jzation a list of ‘““Don’ts” for people who want to help the 
ebbing depression on its way and promote renewed pros- 


Society Automotive Engineers. 
11-13—Seattle, Wash. Washington Motor 
perity. Here they are: 
Don’t overspeculate. 


Freight Association convention. 
Don’t overproduce. 


11-19—Detroit, Mich. Aeronautical Cham- 
ber of Commerce convention 

Don't overexpand capita] investment. 

Don’t overspeed. 


16-1;—Milan, Italy. International 
Don’t oversave. 


mobile Salon. 
20-23—Birmingham, Ala. American Society 
Don’t overspend. 
Don’t permit economic thinking to assume the aspect | 


of Mechanical Engineers, meeting 
1—Atlantic City, N. J. United 
States Cheumber of Commerce, con- 
vention 

of rigid dogma. ; a 

Don’t ignore the law of reason in economic activities, | 

Mr. Alexander amplifies his don’t overspend suggestion 
by saying that this ought to apply to governmental as well as | em 
personal expenditures. If the perfectly elegant gentlemen | 
on Capitol Hill in Washington could read English, we wish 
that each of them could have had a copy during their recent 
paroxysms of legislating. 


North Bergen, N. J.. March 17.— 
Attendance records for Saturday 
were shattered, and Sunday’s crowds | 
delighted the thirty-five dealers 
participating in North Hudson's} 
twelfth annual automobile show at 
Columbia Park. 

Sales on Saturday were estimated 
at thirty-five cars, among them} 
models in the higher price field. 

The Sunday opening, an~innova- 
tion in this section, resulted in the | 
uncovering of “hot” prospects which 
dealers expect to close this week. 
No actual orders were solicited or 
taken. 

An added feature of the show this 
year is the exhibit for the first time 


| 


Coast 


Pa. 
19- 


24-25— 


Auto- 


2%-May 


MAY 


4- 9—Charlotte. N. C. Good Roads Con- 
vention | 
%—Washington, D. C. International 
Chamber of Commerce, convention 
9-Aug. 9—Berlin, Germany. [nternationai 
Garage Exposition 
13-14—Tulsa, Okla. American 
Institute, first mid-year 
Mayo Hotel 
| 15-16—Detroit, Mich. 
tive Engineers, 
tical meeting, 
| 27-29—New York City. 
| trade Council 
| 
| 


Petroleum | 
meeting, 


Society of Automo- | 
nineteenth aeronau- 
Book-Cadillac 
National Foreign 
! 
JUNE 
| 8-12—Chicago, lil. Radio 
| Annual] Show 
15-18—Madisen, Wis. 
Mechanical Engineers, 
Power meeting 
19—White Sulphur Springs, 
nual summer meeting, 
Automotive Engineers 
22-26—Chicago, Ill, American Society for 
Testing Materials, annual meeting 
SEPTEMBER 
2—Atlantic City, N. J. Annual | 
meeting, American Electric Railway 
Association. 
NOVEMBER 
10-12—Chicago, Ul. Annual meeting, Amer- | 
ican Petroleum Institute, Hotel | 
Stevens. j 


Manufacturers’ 


American Society of | 
Oil and Ges | 


Va. An- 
Society of 


BARON Id 1931 





| 
| Caaiampebars Comment 


TATES that have removed the fixed speed limit for motor 
traffic, substituting reasonable driving under all circum- 
stances as the requirement, have not regretted their adop- 
tion the broader rule. The favorable hearing on the 
Goodrich bill at Albany, proposing a similar revision for 
New York, indicates that this state is to fall in line with 
the modern approach to safety on the road, 

The present law demands properly that every person 
shall drive in a careful and prudent manner, but it goes on 
to declare that a rate of speed in excess of thirty miles an 
hour shall be presumptive evidence to the contrary. Of 
course, this speed limit is constantly broken by really care- 
ful and prudent drivers. Exercise of good judgment is 
essential. High speed may not be reckless and, again, low 
speed may be dangerous. The law in this regard should be 
flexible, most practical traffic experts believe. 

The competent, careful operator, it is generally agreed, 
is one who drives slowly when conditions are unfavorable 
and rapidly when conditions are favorable. Certainly in 
these days of perfected mechanism thirty-five or forty miles 
is not fairly to be considered prima-facie evidence of impru- 
dent driving. The general exaction-of carefulness and pru- 
dence, if enforced, should suffice to cover cases of danger- 
ous driving on the state highways.—The New York Herald- 
Tribune. 


of 


+ + * 
LTHOUGH industrial depression is said to be worse in 
Germany than in this country—and, so far as a casual 
observer can tell, that certainly seems to be the case—the 
German automobile industry is at the moment staging a 
quite interesting exhibition. In general, it may be said that 
a considerable amount of development in both chassis and 
coachwork has taken place in the two years that have elapsed 
since the last German exhibition. 
This was to be expected; indeed, the few German cars 
exhibited at the Paris Salon in October gave some indication 
of the progress made. From an examination of the exhibits 


'at the present show it is evident that more and more atten- 


tion is being paid to the very small and medium-sized car 
classes. Chassis have been cleaned up and redesigned with, 
very evidently, the needs of the owner-driver in mind, and 


(Continued on Page 12) 


TEXTOLITE 


TIMING GEARS 


Engineered to Your Ideals 


If your engineering chariot is “hitched 
to a star’—you are the type of de- 
signer with whom we best like to 
work. 

Our engineers are at your service 
to help you obtain a timing drive that 
is all you desire. 

The modern requirements for silence 
and freedom from vibration with 
absolute and continuous synchronism 


'can be met by gear timing drive with 


Textolite gears. 


There is no compromise with ac- 
curacy in a good gear drive. It is a 
|\token of good manufacture through- 


| out the car. 


830-77 
THE GENERAL &Li¢ PRIC PROG RSM... , BROAD AST EVERY SATURDAY 


EVENING ON A NATION-WIDE N ©. NETWORK 


GENERAL ELECTRIC | 


Gan eRaL ELECTRIC COMPANY. SCHENECTADY, N. ¥., SALES OFFICES EIN PRINCIPAL cirsss 


JOIN & IN 





Unusually Mild Winter Aids 
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Car Dealers in Kansas City 


(Continued from Page 2) 


that done in the last sixty days. 
New Cars, selling at $995 to $1,250, 
and used cars around $400, are mov- 
ing best, he states. 


ANSAS CITY, March 17.—An un- 
usually mild winter has been 
an aid to motor car dealers in sell- 
ing used cars as well as making it 
easy on the “drought 
Most of the new car dealers here 
reported used car sales held up well 
throughout the winter months. 

It is true that the dealers have 
pushed used car sales stronger than 
usual, realizing that general condi- 
tions necessitated small used car 
stocks. 

George W. Murden, in charge of 
used car sales for the King Motor 
Company, Oldsmobile dealer, says 
January and February used car 
sales were 300 per cent. ahead of 
last year. with March starting off a 
little slower. Used car stocks are 
much lower than a year ago, “and 
we intend to keep them that way,” 


jhe added. 


| ary 
| were 


victims.” 


Mr. Murden says more | 
outright sales of new Oldsmobiles | 
were made during the automobile | 
show than in the sixteen years the 
company has been at the show. 

W. B. Duke of the Duke Motor 
Company, Buick dealer, says Janu- 
and February used car sales 
ahead of last year and that| 
March looks good. 

The Norris Motor Company, Du- 
rant distributor, reports gains in 
both new and used car sales since 
the first of the year. 

The Kelly Motor Company, for- 
mer Hupmobile dealer and now 


| Selling used cars only, reports sales 


holding up well. 

The Consolidated Motors, Hud- 
son-Essex dealer, is having no 
special difficulty in disposing of its 
used cars, according to James 
Young of the company. “We have 
no complaint to make,” he _ said. 
“Used car sales with us have been 
good and our stock is very low and 
traded in on a basis where we can 
sell them readily and at a profit.” 


Used Car Situation Well in 
Hand in Atlanta Section 


TLANTA, Ga., March 17 (UTPS).| Dealers are remaining cautious as 


Atlanta automobile dealers seem 


'to prices offered for trade-ins. 


to have the used car situation well | 


in hand at the present time, and 
are optimistic over prospects for the 
coming spring season. 

There has been a steady improve- 
ment in the used car situation, deal- 
ers report, ever since the first of 
the year, and March saw a real im- 
provement in sales for most of the 
used car departments. Stocks are 
still being held low, and in 
instances they are lower than ever. 


Brockway- 
Indiana 
Chevrolet 


| 


some | 


“Our stocks,” reported the Packard 
used car department,™‘are at low 
ebb. In fact, we have only sixteen | 
units on the floor here. While sales 
for the first ten days of March ex- 
ceeded sales for the entire previous 
month, we have every reason to 
believe March sales will equal or ex- 
ceed the excellent March figures se- 
cured for used cars last year.” 

The Anthony Buick Company, a 
newcomer in the Atlanta used car 





; | 
| field, reports that used car stocks) 
| are being held at a low point. 


“We have about thirty-five used 


cars on the floor at present, and 
have not had any noticeable in- 
crease or accumulation of used cat 
stock since starting in business,” re- 
ports this firm. “We are keeping 
our used cars moving Out as fast as 
they are coming in, and are doing 
a fair business.” 

Used car stocks for the Reo Sales 
and Service Company are low. 

“Not only are our stocks of used 
cars lower than they have been in 
some years,” reports Frank North, 
manager of the company, “but we 
are steadily lowering the supply on 


hand. The demand is good and the 
used car situation, with us, is en- 
tirely satisfactory.” 

The John Smith Company, dealer 
in Chevrolets, also reports low used 
car stocks and satisfactory business. 

“Since the first of the month,” 
reports this firm, “we have had a 
noticeable increase in our used car 
business. Business will equal or 
exceed that of last March, and, if 
sales continue, will be well ahead of 
February figures.” 

On the whole, the used car busi- 
ness appears to be satisfactory 
There is no accumulation of used 
cars, and since the first of the 
month there has been a steady im- 
provement in sales. 


Bridgeport Stocks at Low 
Ebb as Used Car Sales Gain 


RIDGEPORT, Conn., March 17.— 


Used car stocks are well below | 


their average of level of 1930, a sur- 


vey of Bridgeport dealers reveals, 
while sales are mounting rapidly 
and prospects for the spring season 
are uniformly good. Good used cars 
are selling well, with a decided ten- 
dency among dealers to junk every 
model dating further back than 
1927. 

Dealers are inclined to have little 
fear that increased new car buying 
in the spring will cause an accumu- 
lation of used models on trade-ins, 
inasmuch as used cars are generally 
sold in greater volume than new 
ones. On the other hand, it was 


{pointed out, the industrial depres- 


sion may cause a slump in used car 
sales due to inability of many used 
car prospects to buy. 

William E. Peck, president of the 
Peck Chevrolet Company, 601 State 
St., reports general conditions 100 
per cent. better than at the same 
period last year. The used car stock 


|is far below its February, 1930, level, 


and sales and prospects are defi- 
nitely good, he says. 


built 


Bf 
valueless, 


ing strongly, but those 
to 1927 are practically 
Henry Ober, vice-president and gen- 
eral manager of Standard Motors 
Corporation, 365 Fairfield Ave., 
Chrysler-Plymouth dealership, told 
the Automotive Daily News repre- 
sentative. Standard Motors’ used 
car stock is 30 per cent. less than 
last year, with spring prospects ex- 
cellent. 

Used car sales are holding up to 
the 1930 level, with the inventory 
about the same, is the report of 
F. J. Franke, used-car sales man- 


prior 


ager for Packard Bridgeport Motors, | 
Mr. Franke | 


Inc., 1020 Fairfield Ave. 
sees a definite upturn in sales in 
the spring and believes that the de- 
mand for used cars will more than 
offset accumulation on new car 
trade-ins. 

Stock and sales are at about the 
same level as in 1930, F. L. Mills ot 
the Studebaker dealership bearing 
his name at 2316 Fairfield Ave., 
says. Interest in used cars has be- 
come more pronounced recently, he 
reported. 

Improvement marked 


of propor- 


Models of 1929 and 1930 are sell-' tions during the second and third 


Returns for today: Alabama, Nebraska, Ohio, Oregon, Rhode Island and Vermont 


| | 
| | 
| | 
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W. Va. 
Wisconsin . 
Dist. of C] 4 
Totals | 26 
Ala., 1930 | 
Del., 1930 | 3 
Fla, 1930 | 
Idaho, °30| 1 
ml, 1930 | 10 
Md. ,1930 | 12; | 
Mont., °30 ae 
Neb., 1930 
N. H., 30 
N.C. ' 
N D.'3 
Ohio, °30 
Ore., °30 
R. 1, °30 
S. C., 30 
Utah, °30 
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W. V., ’30 
Wis., ’30 
D. C., °30 | 
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weeks of February is noted by Kurt 
Kieckbusch, assistant used-car sales 
manager of the Blue Ribbon Garage, 
Inc., 283 Fairfield Ave., Dodge deal- 
ership. The inventory is below last 
year’s, and spring prospects are de- 
scribed as excellent. 

The used car inventory of the 
Arthur L. Clark Company, Buick 
dealership of 2475 Fairfield Ave., 
is 30 per cent. below February, 1930, 
H. H. Wilkerson, sales manager, 
says sales in February, 1931, have 
been fair, with prospects of a sud- 
den “opening up” early in March, 
he reports, adding that an increase 
in used car demand is likely to off- 
set trade-in accumulation when the 
spring buying starts. 

In New Britain, another western 
Connecticut industrial city, the sit- 
uation is definitely brighter. Alvin 
Holmquist, manager of New Britain 
Auto Sales, Ford dealership of Arch 
Street, reports used cars are moving 
satisfactorily, with the inventory 
remaining about the same during 
the past two months. Mr. Holm- 
quist feels, however, that the ayv- 
erage new car buyer is getting from 


(Continued on Page 7) 


FINANCING OF SALES 
TO DEALERS GAINS 


(Continued from Page 1) 


32,021 in December, 78,729 in Jan- 
uary, 1930; 78,633 in January, 1929, 
and 49,989 in the same month of 
1928. 

The steady increase in sales of 
used cars is reflected in the financ- 
ing figures for January, showing a 
gain in number of vehicles disposed 
of, but a decline in the average 
selling price. 

A total of 101,690 used cars and 
trucks was reported sold on install- 
ments in January at an average 
price of $271, as against 101,366 in 
December, or an average of $279 a 
unit, and 81,012, or $316 in January 
of last year. 


Cumulative New Commercial Car Registration Statistics, February, 1931 


States 


201 Alabama 
59 Delaware 
~ 389. Florida 
~ 99 Idaho ~ 
1439 Illinois 
- 298 Maryland 
151 Montana 
~ 470 Nebraska 
~~ 143 New Hamp 
370 Nor, Car. _ 
~89 Nor. Dak. 
1021 Ohio 
243 Oregon 
134 Rho, Isl. 
34 Ss. 4 arolina 
loo Utah 
75 Vermont 
863 Virginia 
216 W. Vireinia 


L12 apes. ot ¢ 


7222 


ol. 
Totals 
559 Ala., 1930 
96 Del., 1930" 
155 Fla., "30 
105 Idaho, °30— 
14) et. 1ORe 
ae 
1930 
a 
1930 
1930 


1930 


Joh tome, 
OLY Neb 
‘J iN. EB. 
452 N. C., 
123.N. D., 
1224 Ohio, 
331 Ore., 1930 
127 R. 1, 1930" 
230 S. C., 1930 
109 Utah, 1930 
80 Vt., 1930 
816,Va., 193 
267\W. V., °30- 
748 Wis., 1930 - 
“75 D. C., 1930 
Totals 


aa 


| 9615) 





yor 
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G. M. INCREASES ITS 
SHARE OF INDUSTRY'S 
CAR, TRUCK OUTPUT 


New York, March 17.—Sales of 
@ars and trucks by the various man- 
ufacturing divisions of General Mo- 
ters Corporation in February to its 
@ealers accounted for 41 per cent. 
of the production of the industry for 
that month, according to the com- 
pany’s figures, as compared with the 
estimate of output issued by the 
National Automobile Chamber of 
Commerce. 

Total sales of General Motors vehi 
cles to dealers last month amounted 
to 96,003. as against an 
production by the entire industry of 
slightly more than 230,000 

General Motors’ share of 
total production in February 
the first two months of the 
has steadily grown in the past. twe 
years. In February of last year the 
corporation's total of 126,196 was 
equivalent to 36 per cent. of the 
total, as against the 41 per cent 
this year. In 1929 General Motors 
sold 175,148 units to its dealers. this 
total having represented 35 per cent 
of the industry's total 

In January of this year the cor- 
poration sold 89,349 cars and trucks 
to its dealers, this having bees 
equivalent to 50 per cent. of the 
total production of 178,399 units in 
that month. This represented a 
sharp increase in the corporation's 
share of January business, as com- 
pared with the preceding years 

In January of last year G 
sales of 106.509 represented 37 
cent. of the total, while in 1929 sales 
of 127.580 accounted for only 30 pe: 
cent. of the totai for the industry 

For the first two months ef this 
year, General Motors reported sales 
to dealers of 185,352, equivalent te 
45 per cent. of the total preduction 
of the industry in that period 
amounting to 408,399. This com- 
pared with a total of 232,705, er 37 
per cent. of the total in the corre- 
sponding period of last year, and 
362,728, or 33 per cent. of the total 
im the first two months of 1929. 

While General Motors sales 
dealers do not represent the produc- 
tien of the corporation to the exaci 
number, these sales, particularly at 
this time, are virtually the 
the output. Factory inventories 
kept low, as well as dealer stocks 

Following is a record of Genera 
Motors sales to dealers for the 
two months of this year. as com- 
pared with the’ corresponding 
periods of 1930 and 1929 
1931 1930 
89.349 106.509 
96,003 126.196 


the 


M 
per 


i“ 


same as 


are 


1g2s 
January 


February 175.148 


| States 


estimated j 


and | 
vear | 


first | 


127.580 | 





185.325 232,705 302 728 

following table shows the 

between General Motors 
dealers in those months 
rer Cent. of Total 

1931 1930 

37 


36 


Totals 
The 
relation 

Sales t« 


1929 
a 


ae 


January 
February 


Totals ; 37 


SALES OF 8 CARS 


RUN AHEAD OF 1930) 


New York, March 17.—One of the | 


most noticeable features of the new 
car registrations for February as 


they come in from the various states | 


is the fact that there are more ears 
registering gains over the vcorre- 
sponding month of last year than 
was the case in January. 

Only two cars 
lace, were able to set 
January over the corresponding 
month of last year, but in the re- 
turns from the first twelve states te 
report for February and the Distnet 
of Columbia, eight makes of 
have established increases ove) 
sales in February, 1930, in the 
states 

These cars 


up increases 1) 


Cais 
the 
Same 


are Auburn, Cadillac 

Cord, Dodge, Hupmobile, Oldsmobile 

Studebaker and Willys 

Here are the comparative totals 

1931 1930 
159 
73 
32 
983 
268 
647 


Auburn 
Cadillac 
Cord 
Dodge 
Hupmobile 
Oldsmobile 
Siudebake) 607 
Willys 402 
Auburn registrations topped a year 
ago in six of the twelve states and 


Auburn and Ca@))- 


Y 
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of Columbia. 

Illinois, Maryland, 
North Carolina, Virginia, West 
Virginia and Wisconsin. Other re- 
porting states are Delaware, Florida 
Idaho, North Dakota, South Caro- 
lina and Utah. 

Cadillac sales ran ahead of a year 
ago in Florida, Illinois, Maryland 
Utah, Virginia, West Virginia, Wis- 
consin, and District of Columbid 
Cord sales were higher in Illinois, 
Marvland, North Carolina, Virginia 
Wisconsin and District of Columbia 

Dodge set up gains in six states 
They were Delaware, Illinois, Mary- 
land, Virginia, Wisconsin and Dis- 
trict of Columbia. Hupmobile set up 
increases in Idaho, Maryland, South 
Carolina, Utah, Virginia, Wisconsin 
and District of Columbia 

Oldsmobile established gains in 
Delaware, Dlinois,. North and South 


the District 
were 


The | 


Carolina, Virginia, West Virginia, | 
Wisconsin and District of Columbia. 

Studebaker sales were up in} 
Delaware, Florida, Illinois, North | 
Carolina and District of Columbia 
Willys made gains in Tlinois, Mary- | 
land, North Carolina, North Dakota, 
Virginia, Wisconsin and Distridé of 
Columbia. 


OIL DEALERS ORGANIZE | 
INDEPENDENT ASSOCIATION 
Newark, N. J., March 17.—Owners 
of more than 100 independent ser- | 
vice stations in Essex county met to} 
discuss the unsettled condition of 
the oil industry. J. M. McCullough 
secretary of the Hudson County 
Garage Owners’ and Gasoline Deal- 
ers’ Association, was the speaker 
Those at the meeting organized the 
Independent Oj] Dealers’ Associa- 
tion of New Jersey 


MOTOR AND STEEL 
PLANTS SET PAC 


(Continued from Page 1) 


January, Mr. Simpson said, and he 
forecast a steady upward trend in 


the company’s business for the im- 
mediate future months 

Other automotive production in- 
creases were reported from South 
Bend, where the Studebaker plants 
announced bousts of 50 per cent 
and at Auburn and Connersville, 
where the Auburn plants continued 
to speed output with total employ- 
ment now of 3,850 men, against 
1,085 four months ago 

In the steel industry 
it is to be considered the 


which, if 
business 


| barometer of modern times, points 

| to early return of prosperity, devel- 

|}opments in the Calumet district 
were highly favorable. Announce- 

|ment was made by the Inland Steel 
Company that it will spend $10,000,- 

;000 expanding its plants at East 
Chicago, Ind., including a continu- 
ous strip mill. Work will be started 
within thirty days, it was said. and 
the project is to be carried on over 
a period of eighteen months. 


HEXCEL APPOINTMENT 

Milwaukee, Wis., March 17.—The 
Hexcel Radiator Company announces 
the appointment of the Carroll 
Company of Dallas, Tex., as a south- 
west branch to handle the distribu- 
tion of the Hexcel line of replace- 
ment radiators throughout the en- 
tire states of Texas, Oklahoma, Ar- 
kansas and Louisiana. 


PSTEWA 
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i ras -.: 4 " e 7 . | s imu atin el ee e he rantin f | he Kelly Kar Company, De So o| . 
Los A ngeles Finds Business the ae tole ee ig oy | distributor, 1225 South Pigueron o. CAR BUILDERS SEEK 
Best in Six Months’ Period) 72° 0° ee re cnn Tomever, was due torre | 20 OFFSET TARIFF 


|} stated W. A. Hines, used car sales unusually dull 


| manager for Greer-Robbins Com-| Business has picked up amazingly INCREASE IN CANADA 


(Continued from Page 5) | pany, distributor of Chrysler, Hup-|jn the last week The soldiers 
|mobile and Plymouth, “and prices) phonus has helped to stimulate busi- 
$25 to $50 more than he is entitled | only norma] stocks of used cars,!are fair, although they are not @S| esc We have made several sales (Continued From Page 1) 
to on a trade-in. Spring prospects | while some declare that stocks are | good as formerly. At a time like this to ex-soldiers recently. It seems 
axe described as good. away below normal. Used car prices naturally there is much ee that purchasers nowadavs are a 
‘ pinidiew pia - . , , jtion, and we find ourselveS UP) shoppers. They go from place to | ‘ibuton 
L°§ ANGELES, March 17.—Based | Cones ey. wae Ae. | against a price proposition to a large aia to try to do the best nes can ‘We already have sent to our dis- 
on a survey conducted among | creased amount of new Car buying | extent. While the downward trend | financially anes we rigidly : 
seven leading Los Angeles new car |is expected to set in soon, distrib- | is new car prices has stimulated car) adhere to a policy of allowing only |_| none ; 
distributors. conditions in  L o s|utors do not think that this will ma- | owners to trade in their old Cars| what a car is actually worth to us agreement changing our discount to 
Angeles, both from a new and used |terially increase their used car|for new ones, we have not become making for a movable sale price conform to the new code, So far as 
car standpoint, are better than they | stocks, nor do they expect that it | overloaded, and have had no diffi- Our stocks are very low,” stated | the list price in Canada is concerned, 
have been for the last six months at | will greatly affect the present price | culty finding a ready outlet for our G. R. Anderson, used car manager | 
least. Further, the outlook for the | range | used stocks.” of Willys Distributors, me, ie tors the use of a list ce which 
balance of the spring months is The outstanding feature of both; “Stocks at present are slightly|South Hope St. “Prices are satis- we OS geo as nN o 
equally bright. new and used car departments | above normal.” stated Magnus R. | factory. The soldiers _bonus has in- 18 equal to the new Canadian cost 
Most of the distributors report’ among those interviewed was the Wooley, used car sales manager for creased business amazingly (80 per cent. of the new list, plus 


manufacturer to a Canadian dis- 


tributors riders to our regular sales 
we have suggested to our distribu- 


| duty) and the same amount of dol- 
| lars and cents profit which they 


were receiving on the old basis be- 
fore the present ruling was made. 
“Other than this the company 
has made no moves one way or the 
other, and intends to conform in 


every way to the regulations of the 
oe | Canadian government.’ 
| G. M. Williams, president of the 
| Marmon Motor Car Company, stated 
from his headquarters in Indianap- 
olis that the company had made a 
careful investigation of the possi- 
bilities of obtaining a Canadian 
pant to offset the new tariff regula- 
tions, but no decision had been 
reached 
Nash Motors Company, as pre- 
viously announced in Automotive 
Daily News, has entered into an 
arrangement with Durant Motors of 
Canada and ratification of the 
MAY BE ALL RIGHT IN THEIR PLACE cavcmwel's ceaee ton 
and Durant stockholders in the near 
future 
C. W. Nash, president of Nash, 
has issued the following statement: 


B UT THEIR PLACE IS NOT IN.THE DIAPHRAGM whereby the Durant Motors of Can 


ada, an institution owned in its en- 
tirety by Canadian shareholders, 
will be completely taken over by a 


new company, to be known as Do- 
O F A F U e L a U M e minion Motors, Lt., of Canada” 
“This agreement,’ said Mr. Nush 
‘will be presented for ratification 
to our directors and Mr. Kerby will 
present the plan to his sharehold- 
ers, and we both are confident of 


That is the reason for the Compensating Diaphragm approval of the measures outlined, 
: . = The Nash Motors Ipany ill ac- 
of the Stewart-Warner Fuel Pump—a diaphragm : Se ee, ee 


quire a substantial interest in Do- 

= ‘ ce ° 9 ‘ s ; minion Motors, Ltd 
with a metal plate which “eradicates’” wrinkles. 3 “All Mins: models soenived tex ita 
Canadian market will be produced 


This construction means not only less wear and ee by Dominion Motors, Ltd. This plant 
: s ° a 7 is st tly “le 1 up-to-da 
longer life for the diaphragm, but a more effective ies iuuis Shauna al is See 


in every respect, and is laid out for 


: f 7 : . ‘ eS the most efficient manufacturing, 

stroke with bigger pumping Capacity and quicker ee with ample production facilities. 

eer 5 ; Under Mr. Kerby’s successful direc- 

priming. ee tion it has already produced as high 
as 22,000 cars annually 


The Compensating Diaphragm is an original feature v rhe object of the Nash Motors 
oll ho Company, in this new undertaking, 


Stewart- Warner oe a0 the best interests of Nash 
STEWART-WARNER dealer 


distributors and their 

dealer organizations, in accordance 

R U e L P U M p with the dictates of Canada’s newly 

FUEL PU p revised tariff regulations. Through 
M . long experience and association with 

The Pump with the Canadian business leaders, I have 


Other desirable features are One-piece Cam Lever Compensating come So hele bigh atmivation Se 


- their manufacturing ability and in- 
Design affording constant fuel rise, and Self-draining Diaphrogm oo ne ee riod with 

> . c ec “LIC y mpressec Wit 
pockets for springs — all resulung in a pump that the fine organization, headed by 


Mr. Kerby, which will function as 


insures a uniform high delivery rate with absolute the Dominion Motors, Ltd., in the 
eqs . roducti of Nash cars, as ll] as 
dependability of operation at all speeds—and a pump tae tenemos aes a a 


in the manufacture and sale of a 
: e ee Canadian automobile to be sold in 
that stays on the job without servicing. the Canadian competitive market by 
Mr. Kerby’s present dealer organi- 


Put the pump on your test block. Give outstanding ation. ha week at the extended 


of our Canadian business, we will 


merit a chance to prove itself. Stewart- Warner Cor- form a further company to be 
; ‘ ‘ ‘ k as as s ld ) 
poration, Chicago, linois. nown as the Nash Motors, Lid., of 


Canada, which will have complete 
charge of all Nash sales, service and 
distribution in Canada.” 


OUR ENGINEERS ARE AT 


DOMINION GETS REQUESTS 
YOUR COMMAND TO LIFT TARIFF ORDER 


Montreal, Que., March 17.— Vari- 
ous requests have been made to the 
Dominion government for a sus- 


pension of the February ordei-in- 
council fixing the discount from 
list prices for duty purposes on all 
United States cars entering Canada 
for sale. It was learned from offi- 
oial sources that some requests have 
been that the order-in-council be 
* 


lif for two months and others 
ask ee months. The matter is 


. k O D U é TS »* » » paw hep donsidered by the gov- 
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WHI 


TE MOTOR REPORTS 
SMALL LOSS FOR 1930) 


Cleveland, March 17.—The White 
Motor Company, excluding undis- 
tributed earnings of White Motor 
Security Company and White Motor 
Realty Company, in preliminary 
statement estimates its net loss for | 
year ended December 31, 1930, at | 
about $84,000, after charges, etc. 
This compares with net profit of | 
$2,547,646. or $3.18 a share (par $50), 
on 800,000 shares of common stock 
in 1929 


OTHER FINANCIAL NEWS 


PEERLESS 


The Peerless Motor Car Corpora- 
tion reports for quarter ended De- 
cember 31, 1930, net loss of $87,304 
after interest and depreciation, com- 
pared with net profit of $52,013, 
equal to 20 cents a share (par $50) 
on 258,589 shares of stock in cor- 
responding quarter of 1929. 

James A. Bohannon, president of 
Peerless, said: “The marked reces- 
sion felt throughout the automobile 
industry during 1930 reached its 
lowest point during this period. We) 
have continued to maintain a strong 
eash and working capital position 
Inventories on December 31 showed 
a substantial reduction compared 
with September 30.” 


BRIGGS MANUFACTURING | 


The Briggs Manufacturing Com- 
pany has declared an extra of 12!'., 
cents and a quarterly dividend of 
37', cents, both payable April 25 to 
stock of record April 10. Three 
months ago similar 
were made. 


THOMPSON PRODUCTS, INC. 

Cleveland, March 17.—Thompson 
Products, Inc., and subsidiaries re- 
port for year ended December 31, 
1930, net profit of $106,087 after in- 
terest, depreciation, Federal taxes, 
etc., equivalent, after 7 per cent. 
preferred dividend requirements, to 
30 cents a share on 263,160 no par 
shares of common stock. This com- 
pares with net profit in 1929 of 
$1,231,235, or $4.58 a common share. 


PACKARD 
In a tabulation of 1930 earnings 
of automotive manufacturing com- 
panies recently published in Auto- 
motive Daily News, the Packard 
Motor Car Company was credited 


with a deficit last year, through a | Peerless Mast. 8 


Packard's | 


typographical error. 
earnings have not been announced, | 
but a preliminary report by the} 
company indicates a net income of 
$9,000,000. Through the error, Pack- 
ard was credited with a deficit of 
$9.000,000 rather than the profit. 
Packard's net profit 1929 was 
$19,291,113 


HOU DAILLE-HERSHEY 


Houdaille-Hershey Corporation di- | 
rectors today declared the regular | 


quarterly dividend of 62'2 cents a| 
share on the Class A stock, payable | 


in 


April 1 to stock of record March 20. | 
Following the meeting of directors, | 
Claire L. Barnes, president, issued | 
the following statement: 
“Sales for February increased | 
nearly 45 per cent. over January and 
our outlook for March is very prom- 
ising. 
“Large savings were initiated in| 
1930, which necessarily will more | 
fully be reflected in 1931 earnings. | 
Since January 1 of this year further 
sweeping economies have been put | 
into effect. The effect of these 
economies, coupled with the upward! 
trend in volume of sales, has greatly | 
strengthened our position and has! 
very materially improved the out- 
look for our business.” 


FORD MOTOR CO., LTD. 
Ford Motor Company, Ltd., re- 
ports for the year ended December 
31, 1930, profit of £978,603 after de- 
preciation, directors fees, etc., com- 
pared with £1,013,506 in 1929. Net 


profit after tax reserve was £790,353, | 
equal to 11.28 per cent. on £7,000,000 | 


common stock. Common dividends 
paid, less tax for 1930, amounted to 
£542,500, leaving £247,853 to be added 
to balance of £258,506 from previous 
year, making £506,359 carried for- 
ward 


NEW BUS CORPORATION 
Jersey City, N. J., March 17.- 
Phox Bus Corporation, 265 Danforth | 
Ave., has been formed by Anna and |! 
Prances Fox sad P. J. Fox, all of | 

Jersey City. 


| 


| Stutz MA 


| Elgin 


| OR—Delco-Remy 
| Her—Hershey Mfg. Co., 
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NAME AND 
MODEL 


Speedometer 


Auburn 8-98 
Austin 

Buick 8-50 

Buick 8-60 

Buick 8-80 

Buick 8-90 

Cadillac V-8 

Cadillac V-12 

Cadillac V-16 
Chevrolet 

Chrysler 6 

Chrysler 8 

Chrysler Imp. 8 AC 

Cord Front Drive| Ste No | 

De Soto Six. | NE No | Mot- 
De Soto Eight NE No | 
De Vaux Six {| — - 
Dodge Six | NE 
Dodge Eight NE 
“urant 6-10. | NE No | 
Durant 6-12 NE No 
Durant 6-14 | NE No 
Essex Super Six | Ste 
Ford A “Va 


Frklin S 15 Tr 
Fr’klin S 15 De 
6 


AAA ALA 


| 


mM i 


Ss 
Ss 
Ss 
t 


Oo 


ot- 


gS 


| AC 
— | Mot- 
| Mot- 


AC 
AC 


| K-S 
K-S 


| Own 


Graham Stan. 6 | NI 
Graham Sp. | NE 
Graham Sp. 8 | NE 
Graham Cust. 8 NE 
Hudson Greater 8 | Ste 
Ste 
Ste 
Ste 
Ste 
| AC 


Cen. 8 
U 


Hupmobile 
Hupmobile. 
Hupmobile H 
Hupmobile Cc 
La Salle V-8 
Lincoln 8 
Marmon 70 
Marmon 88 
Marmon 16 
Nash Six-§9 
Nash Eight-70 
| Nash Eight-80 
| Nash Eight-90 
| Oakland 8 
_ Oldsmobile 
| Packard 826 
Packard 833 
| Packard 840 
| Packard 845 
| Peerless Stand. 8 


Jag | AC 
Ste | — | Mol 
NE Ster | 


Jag | K-S 
a 
Peerless Cust. 8 
Pierce-Ar'w 41-2-3| NE Wal | ** 
Plymouth | NE — | Yes 
Pontiac Tae ae | 
Reo Royale i: 

Reo Fly’g Cloud 8 Ste — | 
Reo Fly’g Cloud 6 | Ste 


Studebaker Six {| Ste 
Studebak’r Dict. 8 Ste 
Stud. Com. 8-70 | Ste — 
Stud. Pres. 8-80 ‘Ste NH 

Stud. Pres. 8-90 | Ste NH 

Stutz LA Ste Wal | 
| Ste Wal 
' Ste Wal 


| NE No 
| NE No 


| NE 


Ste Elgin! ! 
— | 


K 
K 
K 
K 
K 
N 
M 
M 


A 
ot- 
t- 
-S 
K-S 


Stutz MB | 
Villys 97-98 D 
Willys 8-80 D 

Willys-K. 66D 


KEY TO ABBREVIATIONS 
USED IN THIS TABLE 


K 
K 
K 
K 


SPEEDOMETER 
AC—AC Spark Plug Co., Flint, Mich 
NE—North East Appliance Corp., Roches- 
or, zB. FT 
Ste—Stewart-Warner 
Chicago 
Var—Various 


Speedometer Corp., 


makes 
CLOCK 
Borg Clock Co 
Elgin Watch Co 
Jag—Jaeger Watch Co., New York city 
NH—New Haven. See Phi 


Borg- 


| Phi—Phinney-Walker Co., New York city 


Ster—Sterling Clock Co., La Salle, Ill 
Thom-—Seth Thomas Clock Co 
Wal—Waliham Watch Co., Waltham, 


"Optional 


Mass 


GAUGE 

} AC—AC Spark Plug Co., Flint, Mich 

K-S—King Seeley Corp... Ann Arbor, Mich 

Mot-M—Moto Meter Gauge and Equipment 
Corp., Long Island City. N. Y¥., and La 
Crosse, Wis 

° Pierce-Arr 


FUEL 


»” uses both U. S. and King 


Ss 
LOCK 
Electric Auto-Lite 
228-Stratton Co 
Delco-Remy 


Co., Toledo 
Milwaukee 
Corp., 


Aut-I 
, BS 


Bri 
Blos—Blussom, 
derson, Ind 
Ele—Mitchell 
Pa 


An- 


Specialty Co., Holmesburg, 


Anderson, Ind. 
Chicago 
Sha—Shaler Lock Co., Milwaukee, 
Yale—Yale & Towne Mig. Co 


SPARK PLUG 


Corp., 
Wis 


nn 


Mot-M 
Mot-! 


| Mot-M 


Mot-M DR | AC 


| Mot-M Ele | AC 


° -M Ele 


— | Mot-M 
“NE Thom | K-S 


Mot-M 
ic DR{|AC — | 
| Cha Pre | Mot-M Cas | 


— | Mot-M 4 
'AC Ster | Mot-M 
!AC Ster | Mot-M_ BS/| Cha 


“AC 


No K-S 


AC—AC Spark Plug Co., 
Cha—Champion Spark Plug Co., Toledo, O. 


F 


lint, Mich. 


| *Cig. Lighter 


Spark Plugs 
| dicator 


| 


CG 

BI Battery 
‘|| Heat In- 
| 


| 


| 


~ Ele | Cha — 


| 


BS | Cha USL | — 
Her | A( **.| AC 
Her “7 | AG 
Her | 7° | AG 
Her 


+* | 


Passenger Car Equipment and A 


ake of Body 


Smoking Set 
|| Finish Used 
Stop Light 
Parking or 
Side Light 


|| Vanity Set 


|| M 


ecessories 


| 


ed 


| 


Front Bumper 


i 
5 
= 
i 


Absorber 


Wire Wheels 





lis 
2 


| 
tr} Shock 


o 
© 
< 
o 
< 


~ | Cen ~~ Cen 


=f 





| 
Gui 
Gui 
Gui 
Gui 


[ o- 
| Tern 
| Tern 
| Tern 
| Tern 





| Duc 
Duc | 
Duc i | 
Duc | 
| 


| Due 





AC 
DR DR | AC Cas 
DR | AC Ex | AC Cas 
DR | AC Ex | AC Cas 
DR | AC * | AC B= 
DR | AC Wil | Yes 
DR | AC wil 


Mot-M 
DR | AC Wil | Mot-M Cas 
DR | Cha 


M 
M 


M cnn 


M 
M 


M DR|AC Wil 
Wil 


Mot-M No 


DR|AC Wil 
DR | AC 

Aut-L | AC 

USL 

USL 

e| A Ex | Mot-M 

Ele | Cha Own | — 

Ri Cha Nat |— 

Cha USL 

Cha Wil | Mot-M 

Cha Wil | Mot-M 

Cha Wil | Mot-M 

Cha Wil | Mot-M 

AC 

Cha Wil | Mot-M  — 

Cha Wil ' Mot-M 

Ele | Cha Wil | Ster 

Ele | Cha Wil | Ster 

Ele Cha Wil | Ster 

DR | AC 

Her | Cha 


K-S 


Aut-L | AC 
Aut-L | Cha 


{ Ele 
Ele _ 


Cas 
Cas 


Mot-M DR|Cha Nat {| Mot-M — |— 
Ex | Mot-M Cas | 


DR | Cha 
Cha 


Her | AC USL | AC 
Her | AC USL | AC 
Blos | AC USL j AC 
Blos | AC Ex | Mot-M 


DR|AC DRi— | 


Wil | AC 


Cas 


Pre | Mot-M Cas 

Cha Pre | Mot-M 

Cha Pre | Mot-M 
Wil | Mot-M 

Wil | Mot-M 

: Wil | Mot-M 

Her | Cha Wil | ** 

Sha | AC wil | — 

DR | AC DR | — 

R | Cha wil | AC 

Cha Wil | AC 

Cha Wil | AC 

Cha Wil | Ste 

Cha Wil | Ste 

Cha Wil | Ste 

Cha Wil | Ste 

Cha Wil | Ste 


— | Cha 


Cas 
Cas 


BS | Cha Cas 


Yes 
Yes 
Yes 


| 
| 
| 
| 
| 
| 


Pre | Mot-M Cas 
Pre | Mot-M Cas 
No 


M Her ! Cha 

M Her | Cha Pre | Mc 
Aut-L | Cha USL | No 
Aut-L | Cha USL | Yes 
Aut-L | Cha USL | Yes — 

BATTERY 

DR— Delco Remy Corp 

Ex—Electric Storage Battery Co., Philadel- 
phia. 


Nat—National Lead Battery Co., St. 
Minn. 

Pre—Prest-O-Lite Co., Indianapolis, Ind. 

USL—U 8 L Battery Corp., Niagara Falls. 


Paul, 


oe 
Wil—Willard Storage Battery Co., Cleve- 
land, O. 
*Various makes—Exide, 
Remy and USL 
**Both Exide and Delco-Remy used 
HEAT INDICATOR 
AC—AC Spark Plug Co., Flint, Mich 
Mot-M—Moto Meter Gauge and Equipment 
Corp., Long Island City, N. Y¥., and La 
Crosse, Wis 
Ste—Stewart-Warner Speedometer Corp. 
Ster—Sterling Clock Co., La Salle, IIL 
US—U. 8. Gauge “o., N. Y¥. C 
**Using boh U. S. and AC 
CIGAR LIGHTER 
*Cigar lighters in many cases are optional 
equipment, and are not standard on all 
models: the names of lighters shown in- 
dicate the makes supplied to various car 
makers 
Cas—Casco 
Conn 
NE—North 
ter, Y 
SMOKING AND VANITY SETS 
GR—Grand Rapids Metalcraft Corp., Grand 
Rapids, Mich 
Lin—Linden 
VS—Van Sicklen Corp., 
Tern—Ternstedt Mfg. Co., 
Cuno—Cuno Engineering 
Conn 
*Various makes 
BODY FINISH 


Ditz—Ditzler Color Co., Detroit, Mich. 
Duc—E. I. du Pont de Nemours & Oo., 
Philadelphia, 


Willard, Delco- 


Products Corp., Bridgeport. 


East Appliance Corp., Roches- 


Elgin, Ill 
Detroit, 
Corp., 


Mich 
Meriden 


USL | Ster Cas | GR 
1 | Yes" No 


Ex | Mot-M —|- 
| vs 


DR|AC Cas" 
Ex | Mot-M | Ca s|Cuno Yes 


Cas | 
Cas | - 

NE | vs 
‘| Yes No|# 


Pre | Mot-M Cas | 


~ 


| Duc 
| Due 
| Due 


Hal 
Hal 
Hal 


Ss 
S 
Ss 


| Tern 
| Tern 
| Tern 


} 
| 


I | 
} 
} 


—|— | Cen Cen 
| Wol Wol 
| Wol Wol 
| Wol Wol 
| Wol Wol 


“Eat Eat |_ 
Eat Eat | 
Gen Gen | 


| —_— 


ec | Kel 
we} 2° 
ec 


lO 
os 
<< 5 


RAR 


| 
! 
| 


oe 


g8/8 


mo 


x 


a 





| Tern | Du i | Gui 


Hal 
Hal 


Oo 


_ Hal Oo 


' 


r| Cor Opt {— 


| * 


| ALAA Al 
x 


Lov 
Lov 
Lov 

Hou 


Own Own |_ 


| 


pt 
pt 





Ind 
~ Hal 
Hal 


No | Mur Ind 


Yes | Duc Cor 
Yes _ Due Cor 


i . 
| Yes 
VS | Ditz 

VS | Ditz Cor 


| vs 


Cor O 


Opt | 


—| No | ASP_ ASP | Day Hou 
No | Yes Yes | - Lov 
| Yes Yes | Lov 


~ Yes | Budd Lov 


pt | Yes | Budd Lov 





No | Rin Cor | No 
No Rin Cor 


No 
No | Rin Cor | Yes 


Tri 


~ Cor 
Cor 


Hal 
Hal 
Hal 
Hal 
‘Hal S 


Hal 
Hal 


| vs 
1 VS 
'vVvs | Val Hal 
| VS Val Hal 
| Tern Tern | Duc Hal 
. Hal 
Cor 
Cor 


| Val 
Val 


— | * 


— |} 2 


Cor 


|— —| 
| Tern 
| VS 


JB | JB 
| VS JB | JB 
| vs JB JB 
| Tern Tern | Duc Gui | 
| Tern —|Due Gui | — 
Hal|— Lc 
Hal 
| Hal 
| — Hal 
No1 Val Cor | 
Val Cor 


No 
No | Val Cor 


a 
— | Duc Cor | Cor 


' 


ui 


! 


Cor 
Cor 


| 


} 


Tern Tern 
“Gui 
Gui 
Gui 
Ind 
Gui 
Gui 
Gui 
Gui 


No | # 
No | 7 


| Yes 
| Yes - 
Ind 
Ind 
Gui 
Gui 


Gui 


7 
. 
. 
© 
* 


No 
| Lin Lin | Val Ind 
| Lin Lin | Val Ind 


LOF 
LOF 
LOF 
LOF 
Hal | Hal Dup | — 
| Val Cor Cor LOF 
LOF 
LOF 
LOF 
LOF 


‘Own Tri- 
Cor Dup | — 

Dup | — 

| —__Dup 
JB | JB Opt 
Opt | 
Opt 
Opt | 


Dup 
Dup 


| Duc Gui | Gui é x 


Lin | Val Ind|— Dup| 


Bad | K-H Sim 

Eat | K-H Sim 

it Eat | Motow Mon 

, Own Own |*MotoW_ Mon 
Own Own | Own — Hou 
CG CG MotoW Lov 
CG . CG Motow Lov 
— | ASP ASP! MotoW Lov 
ASP ASP | MotoW Lov 

ASP ASP | MotoW Lov 
_ASP ASP MotoW Lov 
| Own Own |}MotoW Gab 
|K-H Gab 

{ Gab 
Gab 
Gab 
=e Gab 
| Eat Eat | K. H Lov 
‘Bit Bif | Own Hou 
— | Bimel Lov 
Bimel Lov 
lo = -—- Lov 
| Cen Cen |iMotoW Lov 
| Cen Cen |iMotoW__— Lov 
| Cen Cen |*Motow Lov 
| Eat Eat |;MotoW Lov 
Own Own K-H_ ‘Lov 
_— | MotoW ~ Lov 

Lov 

Lov 

Lov 

+ Lov 
Bimel Gab 
Cen | Bimel Gab 

Fat ! Bimel Gab 

| Eat Eat | Budd Lov 
}— !' Gen Gen | a Lov 
wn | K-H Lov 
CG | MotoW Lov 
CG | MotoW Lov 
CG | MotoW Loy 
Ste Ste | K-H Lov 
Ste Ste | K-H Lov 
Ste Ste | K-H Lov 
Ste Ste | K-H Hou 
Ste Ste | K-H Hou 
|Buck Buck | Motow Gab 

| Stan Stan | Motow Gab 

| Stan Stan | MotowW Gab 





| 
| 
| 
| 


ec | — 


Gen 


Gen 


Cen 


4 





 * | © Yes | Yes 
Yes | Yes O 
Yes s ¢ 


* 


Yes 


Yes 


| 
| 


Mur—Murphy Varnish Co., Newark, N. J. 
Rin-—-Rinched Mason Co 

Val—Valentine & Co., New York city. 
*Various lacquers used 

Using both Ditzler and Pratt & Lambert 


STOP AND PARKING LIGATS 


Cor—Corcoran Lamp Co. 

Gui—Guide Lamp Corp., Anderson, Ind, 

Hal—C. M. Hall Lamp Co., Detroit, Mich. 

ond saGhene Lamp Corp., Connersville, 
n 


JB—The Jno 
Columbus, 


No | Yes 


W. Brown Lamp Mfg. Co.. 
Oo. 


SAFETY GLASS 
Sec —Security, product of General Motors 
Tri—Triplex Safety Glass Co 
LOF—-Libbey-Owens-Ford 
Dup—Duplate Corp 
Indestructo—Indestructo Glass Corp. 
Opt—Optional 
. Using both L-O-F and Indestructo 
Using both Security and Duplate 
Using both L-O-F and Duplate 


HEATER 
Kelch made by Grand Rapids Metal- 
Grand Rapids, Mich 


Kel 
craft Corp., 

*Optional 

**Not standard equipment on Cadillac V-12 


BUMPERS 


ASP—Alloy Steel Products 

Bad—Badger Mfg. Corp., Milwaukee. 

Bif—Biflex Corp., Waukegan, IIl. 

Buck—See Cen. 

CG—C. G. Spring and Bumper Company 

Cen-—eCentral Brass & Fixture Co., Spring- 
field, O. Also makers of Buckeye bumpers 

Eat--Eaton Axle and Spring Co., Cleve- 
land, O. 

Gen—Genera! Spring and Bumper, Detroit. 

Stan—Standard Steel Spring Corp. 

Ste—Stewart-Warner Speedometer 

Wol—Wolverine Bumper & Spec 

tExtra equipment, 

*Optional, 


Corp. 
Co. 


Opt | N 


‘ . Mon 
Mon 


Mon 


No . 


pt 


a ° 


WIRE WHEELS 


Bimel—Bimel! Spoke and Auto Wheel Co., 
Portland, Ind. 
Budd—Budd Wheel Co., Detroit 
MotoW—Motor Wheel Corp., Lansing, Mich. 
Day—Dayton Wire Wheel Co., Dayton, O 
K-H—Kelsey-Hayes, Detroit, Mich. 
sens botn Kelsey-Hayes and Motor Wheel 
orp. 
*Not standard equipment 
SHOCK ABSORBERS 
Gab—The Gabriel Company, Cleveland. 
Boa eude Engineering Corp., Buffalo, 


Lov—Delco Products Corp.. Dayton, O 

Mon—Monroe Auto Equip. Mfg. Co., Mon 
roe. Mich. 

Sim—Simplex Reboard Clips. 


ELECTRICAL VEHICLE 
SHIPMENTS INCREASE 


Washington, March 17.—The De- 
partment of Commerce reports ship- 
ments of electrical industrial trucks 
and tractors during February were 
56, aS compared with 38 in January, 
and 116 in February, 1930. 

For the two months, 94 trucks and 
tractors were shipped, as compared 
with 259 in the first two months of 
1930, and 276 in the like 1929 period. 

Of the February shipments, 50 
trucks and tractors went to domestic 
purchasers and 6 were exported, 
while in the two months, 83 went to 
domestic purchasers and 11 wer@g ex- 


ported, 


'> 
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Coal 


G. M. SURVEY REVEALS NEED 
FOR CAREFUL CHECK 
ON IDLE TIME 


The following survey of the coal delivery field was conducted by the 


General Motors Truck Company of Pontiac, 


Mich., with the idea of | 


determining reasons for, and reducing excessive costs in this operation. 
The results of this survey will appear serially in Automotive Daily News, 
through the courtesy of the General Motors Truck Company, the com- 


plete text of this report is available 
pany dealerships. 


N coal retailing, motor 


trucks play 


at all General Motors Truck Com- 


a more vital and 


important part than in almost any other line of business. 


Careful study of cost records 
lishments, for example, shows 
makes up 40 to 50 per cent. 
entire cost of doing business. 

office expense, taxes, 


of scores of retail coal estab- 
that delivery of coal by truck 
of the average coal dealer’s 
Delivery expense overshadows 


rent and depreciation on property, 


selling expense, and every other item of cost, with the pos- 


sible exception of labor. 
Moreover, recent years have 
placed increasing emphasis on the 
speed and sureness of delivery as a 
service feature demanded of the 
coal retailer. Ten to fifteen years 
ago, the domestic customer ordered 
coal in advance and waited as long 
as five or six days before losing 
patience with the coal retailer's 
service. In those days, too, coal 
was more frequently ordered 
quantities amounting to several 
months’ or a whole season’s sup- 
ply. But with the realization that 
quick service was available when 
needed, and with more and more 
demand on the family dollar for 
immediate expenditures, small 
der buying of domestic coal has in- 


in , 


or- | 
retaller wants is to make his pres- 


o— 


scores of retailers interviewed ex- 
pressed some dissatisfaction with his 
present truck operation. Summed 
up, the gist of their comment was 
this: “It costs too much to deliver a 
ton of coal. What can we do to cut 
the cost down?” 

The purpose of this survey report 
is to answer that question. 

Factors in Profitable 
Coal Delivery 

Keen as is the average coal deal- 

s interest in cutting delivery costs, 
few dealers are interested in com- 
plete revision of their entire busi- 


Two Basic 


| ness, or even of their entire delivery. 


to meet this end. What every coal 
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Deliveries 
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COMPARISON OF DELIVERY COSTS 


with total cost of doing business 


DELIVERY COSTS 


Retail drug stores, less than 1% 
Department stores, 14% to 34% 
Retail hardware stores, 3% to5 % 

Retail furniture, 4% to 6% 


Retail grocers. 


6% to 9% 


Food wholesalers. 1[O% to 15 % 


RETAIL COAL 
DEALERS, 40°%% TO 50% 


‘TOTAL COST OF DOING BUSINESS - 


40,000 tons of coal a year, but re- 
quires 374 tons of truck capacity. 
He averages only 1,081 tons of coal 
to each ton of truck capacity in 
his fleet. 

Even if we allowed 
for local variations which might 
affect the delivery problems, the 
first dealer's truck operation still 
would show 40 per cent. greater ef- 
ficiency—a startling contrast. And 
this 40 per cent. greater efficiency 
in delivery would mean that the 
first dealer delivered his coal at 65 
cents a ton and the second dealer 
at 89 cents a ton. Such variations 
in operating efficiency are common 
throughout the entire retail 
business. Some dealers are thriv- 
ing on profits 
traceable to effective 
Others find delivery costs so high 
that profits are lean. Careful an- 
alysis of the 
coal dealers, 
shows clearly 
basic reasons for these differences: 

1. Methods of truck management 
and operation. 


10 per cent 


during this 


| dealer, 


| costs for 


coal | 


which are largely | 
delivery. | 


this report, observation of scores of 
retail coal establishments pointed 
clearly to one basic source of loss in 
work accomplishment, which in- 
creases truck costs and reduces 
truck profits for almost every coal 
That great source of loss is 
idle time. 

When trucks are idle they are not 
earning profits. Fixed costs, such 
as depreciation, taxes, garage rent, 
insurance, and so on, are present 
whether the truck is idle or working. 
The only way to reduce those fixed 
each ton of coal delivered 
is to deliver more tonnage on each 
truck. 


Management Will Reduce 
Idle Time 


Sound 


The first 
must face in attempting to control 


: | costly idle time is that of the num- 
delivery of scores of | 
survey, | 
that there are tWo | business 
|/seasonal nature of his business al- 


ber of trucks or the total truck ca- 
pacity he should own to handle his 
most economically. The 


most forces the average coal dealer 
to maintain truck capacity in excess 


problem a coal dealer | 


Profitabl 


itable 


;ery rush when the first cold weather 
;}comes on. Most dealers who have 

a large percentage of domestic coal 
|business, develop. special fill-up 
|cCampaigns during the middle and 
late summer weeks. 

Peaks Increase Delivery Costs 

The summer fill-up campaign, 
| however, was originally developed to 
relieve pressure on yard facilities 
and to prevent dealers’ stocks from 
being drained during early winter 
rush periods. 

Therefore its full effect on truck 
costs has not always been clearly 
understood. That may be the rea- 
son why few dealers seem to make 
a definite, well-directed attempt to 
carry on the off-period fill-up 
| throughout the year. But the im- 
| portance of pushing fill-up orders 
| throughout every dull period of the 
|year is amply shown by the experi- 
ence of an eastern dealer whose do- 
mestic sales were 65 per cent. of his 
}total volume. This dealer felt that 
he was operating too many trucks in 
|his fleet and set about systemati- 
|cally to find out why. So he charted 
his sales week by week, throughout 
the previous year. The chart is re- 
produced herewith. 

Careful study of the chart and of 
its relation to his fleet developed 
the following facts: 

1, Only during three weeks of the 
year had it been necessary for him 
to hire outside trucks. 

2. Only seven weeks out of the 
year (including the three weeks in 
which he hired trucks) had it been 
necessary for him to use his own 
entire truck capacity, working full 
time, in order to handle his busi- 
ness. 

3. The business handled in those 
, Seven weeks accounted for approxi- 
mately 22 per cent. of his total 
yearly volume of business. 

4. The average volume for those 
seven weeks was 1,790 tons a week 
—and that represented ‘the maxi- 
mum capacity of his fleet of four 
five-ton and three two-ton trucks. 

5. In all but three of the remain- 
ing weeks, his total tonnage might 
have been handled by fewer trucks 
than he now owned, without any 





2. Methods of truck buying. | 
The coal dealer who applies bet- 
ter operating and buying methods |? 
will increase his profits appreciably. 


harm to his service. 

In short, in only seven out of 
fifty-two weeks was his fleet pushed 
| to capacity to carry out his de- 
| liveries, and in all but ten out of 


of the average demands of his busi- 
ness. 

Nor does the fact that hired trucks | 
jare available to some dealers elimi- 


HOURS OPERATED 


LA\Anovuans OF WORK 


COST PER TON 


AVA vavaav Cost PER TOR 


| 


THE CHART above, based on the operation of a five-ton truck by an 


Ohio Valley dealer, 
cost of delivery. 


by this truck, varies in almost direct contrast to the number of hours 
the truck was operated each month 


creased. And the demand for fast 
delivery and more trucks has had 
to keep pace. 

Coal dealers, faced with these de- 
mands, have seen delivery expense | 
mounting year after year. The 
problem of delivering coal profit- 
ably has become more and more 
acute. 

The methods of meeting the prob- 
lem are varied. Some dealers have 
concentrated on steam coal business 
for industrial purposes—a field in 
which large-quantity deliveries, a 
fairly constant volume of business, 
and a uniform type Of coal make 
delivery and other expenses com- 
paratively low. But competition is 
keenest in this field, margins are 
smaller, and selling is hardest. Some 
dealers have faced the demands of 
domestic business squarely and have 
bought more trucks as they felt 
more trucks were needed. Others, 
fighting to win more domestic busi- 
ness, have bought extra truck ca- 
pacity to provide “the best service” 
or “quickest delivery.” Still others, 
feeling that truck ownership and 
Management is a business in itself, 
have leased or hired trucks from 
established contract haulers. 

But one of the most pointed facts 
brought out by the 
which preceded the preparation of 
this report was that few coal deal- 


ers seem satisfied that they have | 


arrived at an entirely sound solu- 
tiox of the problem of profitable de- 
livery. Almost every one of the 


illustrates the relationship between idle time and 


Notice how the cost per ton, delivered each month | 
| point is a matter of sound buying— 


investigation | 


{ent trucks provide (1) better service 


on his present business, and (2) a 
lower cost per ton delivered. And | 
that can be accomplished only by 
better adjustment of his present 
trucks to the work they must ac- 
complish. 

At first glance, it may seem that 
any adjustment of a coal dealer's 
present trucks can lead only to very 
minor savings. But that is far from 
being true. For example, a study of | 


| the truck operation of two retailers | 


in a Middle Western city shows 
clearly what sound truck operation , 
means in terms of dollars and cents 


| profits. 


Variations in Costs Are Often Wide 

Each of these two coal] dealers is 
located along the bank of a river. 
Their location and yard layout are 
essentially the same. Approximately 


|50 per cent. of the total volume of 


business for each of these retailers 
is domestic business, the other 50 
per cent. being industrial steam coal 
business, Careful analysis shows that 
both cover about the same extent of 
trading area; the great bulk of their 
accounts are within four miles of 
the yard. Thus, the set-up of these 
two coal dealers is essentially the 
same, except for their delivery. 

One of these dealers handles a 
yearly volume of 45,000 tons of coal, 
with a total truck capacity of 21°» 
tons. He averages 2,093 tons of coal 
delivered for every ton of truck ca- 
pacity in his fleet. 

The other dealer handles about) 


|Making Present 


Trucks Profitable 


HE fundamental facts behind 

profitable truck operation are 
simple and definite. A truck, like 
any other piece of machinery, in- 
volves an investment; and the re- 
turn on that investment depends on 
the work accomplished by the truck, 
To some extent, its work accom- 
plishment will be governed by the 
design of the chassis and body. Im- 


| proving your trucks from that stand- 


a subject which will be treated later 
in this report. But, equally impor- 
tant, in making the truck invest- 
ment pay a reasonable return is the 
ability of the dealer to manage his 
business and his trucks in such a 


| way that he gets maximum use of 


his trucks day in and day out. 
During the survey that preceded 


1500 
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inate this problem entirely, 
|those dealers 
| trucks. 


The hired truck and driver 
are oftentimes so inefficient on the 
coal dealer’s job that they defeat 
the very purpose of giving the serv- 
ice for which they are hired. More- 
over, hiring trucks at prevailing 
rates over any great length of time 
may quickly run up the dealer’s cost 
of delivery far above the cost of 
owning his own equipment. 

The real solution is one of busi- 
ness management. 

By good management 
dealer must: 

1. Reduce the peaks to the mini- 
mum. 

2. Get the maximum work from 
his trucks. 

Every coal dealer 
the advantages of 
business—not the 
relieving the burden 


the coal 


is familiar with 


summer 
deliv- 


of the 





ACTUAL TONNAGE gummy WEEKLY TONNAGE FLEET COULD HANDLE NORMALLY 


HANDLED 


WITHOUT OUTSIDE HELP 


omnes WEEKLY TONNAGE FLEET COULD HANDLE IF ONE 
5-TON TRUCK WERE ELIMINATED 


even for | 
who can readily hire! 


fill-up | 
least of which is} 


fifty-two weeks he might easily have 
made all deliveries with less truck 
capacity. 

(To Be Continued) 


CHEVROLET TO START 
ASSEMBLY OF TRUCKS 
SOON IN RICHMOND, VA. 


Richmond, Va., March 17 «UTPS). 
With renovation of the Boulevard 


plant of the American Locomotive 
Company completed, the commercial 
body division of the Chevrolet Motor 
Company, which leased the plant 
three months ago, expects to get in 
its complete line of parts this week 
and begin assembling and mounting 
truck bodies at once, it has been 
stated by R. J. Darby, manager of 
the plant. 

The present force of labor will be 
doubled this week and the plant will 
be operating at capacity by the mid- 
dle of April, turning out approxi- 
mately 100 trucks a month, he said. 
The plant has already acquired a 
large inventory of parts from fac- 
tories of the parent corporation and 
the shipments to come early this 
week will enable the Richmond divi- 
sion to proceed with the assembly 
of bodies, 


GOODRICH ANNOUNCES 
GREGORY APPOINTMENT 


Portland, Ore., March 17.—Ap- 
nointment of H. W. Gregory as man- 
ager of the Goodrich Silvertown 
Inc., stores in Portland has been 
announced. Mr. Gregory comes to 
Portland from Seattle, where he wes 
associated with the same concern. 
The new manager succeeds George 
R. Herd, who has resigned to enter 
private business. Mr. Gregory will 
have charge of the two Goodrich 
Silvertown stores, which are located 
at 45 North Broadway and at Union 
Avenue and East Stark Street 


| CLASSIFIBD ADVERTISEMENTS 
IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 








Electric Heated Annealing 


Furnaces for 
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the Steel and 


Other Industries 


FIG 2. 


Interior of large truck type annealing furnace for aluminum 


sheets 


By J. C. WOODSON 


Manager Industrial Heating Engi 


neering Department, Westinghouse 


Electric and Manufacturing Company, Mansfield, O. 


The following is the third install- 
ment of a paper presented before 
the American Institute of Electrical 
Engineers’ Pittsburgh convention, 
which closed March 13. It will ap- 
peac serially in the Automotive 
Daily News. 

Aluminum Annealing 


Sheet aluminum is annealed to 
relieve rolling strain and obtain the 
proper grain structure for drawing 
and forming. 
are annealed 


to remove casting 


, naces for indication of temperatures 
at all times during a heat. 
Electric furnaces are in operation 
for annealing aluminum structural 
| shapes up to ninety feet long. Elec- 
tric furnaces for annealing fabri- 
cated parts, such as aluminum 


chairs, furniture, airplane parts, 


| 


Aluminum castings | 


| 


Strains, refine the grain and improve | 


machinability. The temperatures 
commonly employed range from 550 


to 1000 deg. F. Temperature control ! 


and uniformity must be very close 
plus or minus 5 deg. P. often being 
required 

Another strict requirement of this 
metal is that the temperature 
gradient from heat source to work 
must be as small as possible to pre- 
vent overheating the extreme edges. 
Consequently, special design and 
care of details is required. Under 
these conditions fuel-fired furnaces 
are practically eliminated for alu- 
minum annealing, and electric fur- 
maces are almost universally used. 
The types employed as box, pit, con- 
veyer, car bottom and bell type 
Oxidation of the metal during an- 
nealing is not so serious as with 
other non-ferrous metals, and nat- 
ural atmosphere is consequently) 
used. The metal is soft, however, 
and necessitates particular care to 
prevent scratching or marring of 
the surface. Great care must be 
exercised in the design of material- 
handling equipment before and 
after the furnace, as well as 
through the furnace proper, to ac- 
complish the desired result 

For pack annealing of aluminum 
Sheet the furnace most suitable has 
been the car type furnace shown 
in Fig. 2. A relatively large num- 
ber of such furnaces are in use in 
the United States and Canada for 
this application. Tests on several 
such furnaces indicate a tempera- 
ture distribution as close as plus- 
minus 5’ F. throughout the pack in 
some furnaces, and plus-minus 7’ 
F. on others. The dispersion rate 
on the heating elements is quite 
low, running between three and five 
waits per square inch of element 
Surface. This is necessary to pro- 
tect the edges of the sheets from 
local overheating. The doors of 
these furnaces are quite large, 
theretore they are motor operated 


and interlocked with the track rais- | 
ing mechanism so that the door can | 


lower unless the 
track in the proper position. 
Besides the two control thermo- 
couples in these furnaces, there are 
also several couples located in each 
charge and other parts of the fur- 


neither raise nor 


Is 


Alabama | 
Delaware | 
| 


Florida | 
Idaho —_ | 

Illinois | 

Maryland | _ 
Montana | 
Nebraska | 

N.Car'lina] 
N. Dakota | 
Ohio 2 
Oregon 7 


Penn. 
Rh. Isle. 
S. Ca'lina 
Utah 
Virginia 
West Va. 
Wisconsin 
D. of Col, 
Totals 
Ala.,”: 
Del., 30 
Fla., 30 
Idaho, ’30 
1.,°30 
Md., °30 
Mont., ’30 
Neb., 30 
N.C. °3® 
N. D., 30 
Ohio, '30 
Ore., 30 
Penn., ’30 
R. 1°30 
8. C., °30 
Utah, '30 
Va., "30 
| W. Va., °30 
Wis., 30 | 
D. of C., 30] 
Totals, ’30 | —_321| *| 2306 
*Not in production at that time, 
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| billets, 
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etc., require such close temperature 
distribution that circulating fans 


must be empioyed in the furnace 
chamber to be sure all parts are in 
an atmosphere of tne same tempera- 
ture, One such furnace is now unde1 
construction, using thirty-two large 
fans in a single chamber. Such cit 
culation of the air at low and me- 
dium temperatures also tends 
speed up the heating cycle. 

An interesting large furnace is 
now being built of the roller-hearth 
type for heating aluminum billets 
between passes. This furnace, is 63 
feet long, 25 inches high and 85 
inches wide inside The overall 
length is 132 feet including roll table 
and has sixty-two special alloy pol- 
ished rolls forming the hearth 
These rolls, as well as the doors, ex- 
ternal roll tables, temperature con- 
trols and indicating lights are all 
controlled by one operator at a con- 
trol desk so located at the side and 
elevated above the furnace that he 
can see all operations pertinent to 
the work. An unusual feature of the 
furnace is a special arrangement of 
indicating lights down the top ot 
the furnace which indicate to the 
operator the exact location of all 
billets in the furnace at all times 
At the operator’s desk are auxiliary 
indicating lamps which detect and 
indicate any failure of the main in- 
dicating lamps or their circuit: 
Electrical interlocks are provided to 
prevent jamming the doors with 
in or out of the furnace 
Electrical interlocks are also pro- 
vided to prevent operating adjacent 
rolis in opposite direction at th: 
same time. All rolls operate througi 
electric magnetic clutches so that i! 
is possible to disconnect or stop any 
of them at any time. All rolls are 
reversible. Accurate cost data is not 
available at present but tests indi- 
cate the economies to range from 10 


to 


(Continued on Page 12) 


Effect of Vehicular Wheel 
Loads on Design of 
Rigid Pavements 


MacDonald, chief of 
of Public Roads, ap- 


pearing at the invitation of the 
Interstate Commerce Commission 
at the recent hearings held by that 
body on the co-ordination of rail 
and motor transport, presented evi- 
dence of the effect of variation of 
vehicular wheel loads and impact 
on the design of rigid pavements 
1s disclosed by investigations of the 
bureau. 

Mr. MacDonald's testimony was 
summarized in a table, listing the 
ssential factors of ioad design cor- 
responding to the wheel loads of 
several sizes and types of vehicles 
and showing the edge and center 
of concrete road slab required for 
sach condition. 

It was shown by these data that 
he average thickness of slab re- 
quired for the support of the wheel 
‘oad and impact of a seven and a 
ialf ton truck, equipped with pneu- 
natic tires and operated at a speed 
of thirty miles an hour over a sur- 
ace of smoothness equal to that ol 

particular street in Washington, 
iken as a standard, would be ap- 
yxroximately 15 per cent. greater 
han the minimum practicable 
nickness that would be required for 
raffic of seven-passenger automo- 
yiles, 

Use of cushion and solid tires on 
-he same seven and a half ton truck 
operated at twenty miles an hour 
over a surface Of the same smooth- 
ness would necessitate greater thick- 
ness of slab, averaging for cushion 


Thomas H, 
the Bureau 


tires 31 per cent. and for solid tires 
42 per cent. greater than the mini- 
mum practicable thickness required 
for seven-passenger automobiles. 

Mr, MacDonald pointed out that 
there is practically no increase in 
ihe impact delivered by pneumatic 
tires for speeds between 30 and 45 
miles an hour, and that the cushion 
and solid tired vehicles cannot be 
economically operated at speeds ma- 
terially greater than 20 miles an 
hour 

Mr. MacDonald emphasized the 
fact that the controlling vehicular 
factor in the design of roads is not 
the gross load of the vehicle but the 
maximum wheel load and the cor- 
responding impact under the most 
severe operating conditions legally 
permissible. He stated that the 
bureau definitely favors the limita- 
tion of wheel loads to not more 
than 9,000 pounds and believes that 
the use of solid tires should be 
trongly discouraged 


MACHINE DEVELOPED 
FOR COMPRESSING 
TERMINAL ENDS 


Langelier Manufacturing Com- 
pany, Providence, R. I., has devel- 
oped a machine which automatically 
compresses the pocket end of cop- 
per terminals to the ends of insu- 
lated flexible wire cables by the 
rotary swaging process. 


CUMULATIVE NEW PASSENGER CAR 


Returns for today: Alabama, Montana, Nebraska, 
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New Trailer With Folding Rear Section May Be 
Carried on Return Trip 
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MECHANICAL HANDLING SYSTEMS trailer with folding rear section mounted for return trip. 


Mechanical Handling Systems, Inc., Detroit, Mich., announce a new 50 foot trailer with a 10 foot section at 
the rear which can be folded when the trailer is unloaded. This feature of design permits the loading of this trailer on a 


trailer of 50 foot length when making the return trip. eae , es ; 
It is claimed that the saving resulting from the elimination of the operating cost of the return trip is consider- 


able, as the additional cost of carrying the tractor and folded-up trailer is very slight. 


IMPROVED MACHINE BUILDS FIRE APPARATUS ROCHESTER CHAPTER 


ANNOUNCED FOR 
MOTION STUDY 


Electron Corporation, New York 
city, has introduced an improved 
model of the Vibroscope in which 
the illuminating power is about five 
times as great as that of the pre- 
vious model. The machine is de- 
signed for the study of-rotary, re- 
ciprocating or cyclic motion at any 
speed. 


ANNOUNCES NEW POLISHER 

Hisey-Wolf Machine Company, 
Cincinnati, O., has announced a new 
heavy-duty polishing machine. 


FOR FORD CHASSIS 


The Abbott-Downing Truck and 
Body Company. Concord, N. H., if 
building fire-fighting apparatus for 
, the Ford chassis. The model F-30 
triple combination pumper, booster, 
ladder and hose truck, using a Bar- 
ton centrifugal pump capable of de- 
livering 300 gallons per minute, is 
mounted on a 131':-inch wheelbase 


chassis, The FL30 is built on the 
15742-inch chassis and is the same 
as the F-30, with a few exceptions. 

A fifty-gallon fire-fighting job is 
also available for the Ford chassis. 
| A 500-gallon pumper is being built 
for heavier chassis. 


A. S. M_E. DISCUSSES 
FREE WHEELING 


Rochester, N. Y., March 17.—Free 
wheeling and silent second gears as! 
the latest features of automotive 
development were discussed and 
illustrated in an address before the 
March meeting local chapter of the 
American Society of Mechanical 
Engineers, by John Bethune, auto- 


motive engineer of the Reo Moto 
Car Company. The lecture was 
illustrated with motion pictures 
made during a recent thirty-hour 
run from Miami to Chicago. 


NEW DATA SHEETS COVER 
CHANGES IN PRODUCT 


Bragge-Kliesrath Corporation, 
Long Island City, N. Y., has issued 
several new sheets for lis technical 
data book, which covers several im- 
portant changes and additions in its 
product 


MARKETS LINE OF 
CYLINDER SLEEVES 


Accuralite Company, Muskegon. 
Mich., is manufacturing sleeves for 
inserting in worn, cracked or scored 
engine cylinders. The sleeves are 
made of chrome-nickel, heat treated 
Sets of all sizes are available 


REGISTRATION STATISTICS, FEBRUARY, 1931 


Ohio, Oregon, Pennsylvania and Rhode Island 


Oakland 


Alabama | 
Delaware | 
Florida | 
Idaho | aot 
fiinois | 
Maryland — 
Montana | 
Nebraska | a 
ees 
N. Dakota user 
Ohio | 83 ~—s«a83| 
a ee 
Penn. | 64 187 
Rh.Isle. | 1 oo 
S.Ca'lina | ee ee 
| 
| 
| 
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Oregon 


——_s. 6 6h 
Virginia “a > an 
West Va. 5. +14 
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~ 20 
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Md., ’30 
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R. 1, 30 
8. C.,°30 
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--- Development 


INTRODUCES NEW STEEL 
TIRE COVER WITH 
FABRIC LINING 


Columbus Metal Tire 
pany, Inc., Columbus, O 
a new steel tire cover with a fabric 
lining. The covers are available in 
colored enamel or chrome plate A 
Stainless band is available at 
The enameled cov- 
ers range in price from $6.50 to $10; 
chrome plated from $12.50 to $16 
Stainless steel bands, $2 to $2.25 
extra. 


INDIANA SECTION S. A. E. 
NAMES OFFICERS 


Indianapolis, Ind.. March 
Officers for the coming year were 
nominated by the Indiana section 
of the Society of Automotive Engi- 
neers at the regular monthly meet- 
ing held here. Prof. H. M. Jacklin 
of the schoo! of engineering of 
Purdue University, Lafayette, Ind., 
was nominated to succeed Louis 
Schwitzer of the Schwitzer-Cum- 
mins Company, who automatically 
becomes vice chairman Other 
officers were nominated fer re- 
election, including Harlow Hyde, 
secretary, and Charles A. Trask, 
treasurer. 

Principal 


Cover Com- 
announces 


steel 


1i.— 


papers on comiert in 


| motoring were read by R. W. Brewn 


in charge of engineering laboratories 
of the Firestone Tire and Rubbe1 
Company, Akron, O., and Fred E. 
Ullery of the experimental depart- 
ment of the Studebaker Corpora- 
tion of South Bend. Pictures and 
Slides were also used to illustrate 
the lectures. The part being pleved 
by the Purdue engineering school 
in measuring nervous, physical and 
psychological reactions in motoring 
was explained by Professors Jack)in 
and Swope from that school 


FEDERAL MOGUL ADDS 
NEW CAMSHAFT BEARING 


The Federal 
Detroit, Mich 
Dualoy. close-limit 
cam-shait bearing 
ing. it is claimed, results in cost 
saving by eliminating line reaming 
or line boring operation. drilling and 
reaming for locking dowel, locking 
dowel, dowel assembly, line reaming 
tools and their maintenance. power 
device for operating line reaming 
tools, hazard of unsatisfactory bear- 
ings 


Mogul Corporation, 
announces #« new 
interchangeable 
The new bee:- 


Do You Want Coun- 
ty Registration 
Figures? 


NY one desiring names 

and addresses of new 
passenger car buyers by 
cities, towns and counties 
may procure them at nom- 
inal cost through the Service 
Department of Automotive 
Daily News. 

In addition to the passen- 
ger car service mentioned 
nonthly, reports by counties 
may be purchased, giving 
the number of each make in 
each county. Similar re- 
ports are available for com- 

except the 
addresses ot 


mercial cars, 
names and 
purchasers. 

Whatever 
want regarding the sales of 
passenger cars or trucks, we 
believe it will be 
advantage to get in touch 
with our service depart- 
ment. Dept. S, Automotive 
Daily News, Graybar Bldg., 
New York city. 


service you 


to your 
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(Continued from Page 10) 


to 20 pounds per k. w. hour depend- | 
ing on conditions. 
Annealing of Steel. The field of 


steel annealing is so diverse and so 
comprehensive that it would be im- 
possible to cover all applications in 
this short paper, so reference will be 
made to a representative list only. 
Castings and Forgings. Iron, car- 
bon steel and alloy steel castings 
are being annealed in electric fur- 
maces more and more each year. 
The types of furnaces used are gen- 
erally the car bottom, pusher or 
conveyor (for small parts’, box type 
elevator and bell type. 
The object of such 
ment is generally ageing. 
casting strains, improving machin- 
ability and securing proper grain 
structures. These results can be se- 
cured with such certainty, uniform- 


heat treat- 
relief of 


| 
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wae 


“a 


FIG. 3. Large car type electric furr 
ear. Furnaces of this type are 


af ; = 1 
ayy wa 
a: Peace 


bottom 


burgh district on a large 
ig steel 


gas-fire furnace for an: 
castings at the foundry. 

The furnace was of th ‘test and 
most modern type and represents 
much more than the average, so far 
as gas-fired furnaces are concerned 
The product was variable and un- 
satisfactory. Tests, as run by the 
owners and operators themselves, 
show clearly the trouble. Repeated 
attempts to correct this distribution 
has had but little effect so far. 

A second test of a modern gas- 
fired furnace for annealing auto- 
mobile crankshafts was run by the 
gas company engineers in an effort 
to prove that their furnace would 
control within -|-10 degrees C, (The 
chart prepared from results of the 
test failed to support this anticipa- 
tion—Ed.). Both these tests, run on 


) 
f 


i? 


nace with motor operated door and 
used for sheet steel and casting 


annealing 


ity and regularity in the electric 
furnace that lower priced fuels are 
often ruled out in face of the ap- 
parently higher operating costs. 

A recent important step has been 
taken in the field of malleable cast- 
ings. The older fuel fired process 
ordinarily consumed six to eight 
days with very low economy, as the 
parts were packed in sand and scale 
in heavy cast boxes. By the mod- 
ern process emplyoing electrical 
furnaces, proper malleabilizing is 
obtained in thirty to forty-eight 
hours and without the use of pack- 
ing boxes or packing materials. 
Such advances as these are of true 
economic value to industry and the 
country as a whole 

The economies for casting an- 
nealing run from eight to fifteen 
pounds per k. w. h., depending on 
the cycle employed, type of furnace, 
etc. The temperatures range from 
950 degrees F. to 1650 degrees F. for 
carbon steel and to 1950 degrees F 
for manganese stee] 

Likewise, there is a rapidiy grow- 
ing demand tor electric forging 
annealing equipment. In such in- 
dustries as the gear and axle plants 
automobile plants -ballbearing 
manufacturers, ete such furnaces 
have been in several years 
past and have fully demonstrated 
that the tangible advantages out- 
weigh the higher fuel cost and result 
in finished parts lower overall 
cost than with tuel-fired furnaces 
The reduction in rejects and ease 
of machining oiten pay the entire 
power bill Definite cost figures 
can only be given on specific appli- 

as the heat-treating cycle 
with each steel and almost 
every manufacturer, Economies run 
from ten to eighteen pounds per 
kilowatt hour 

As the object of this paper is to 
describe and point out the char- 
acteristic advantages of electric 
furnace equipment, some actual 
«xamples will be of interest. In this 
connection, tests were run within 
the last few months in the Pitts-— 
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modern insulated gas-fired furnaces 
by combustion engineers, undoubt- 
edly show results far superior to 
those ordinarily obtained in every- 
day practice with old, obsolete fur- 
naces and careless operators. The 
results of tests on a pit-type furnace 
electrically heated, which was one of 
several made for annealing wire and 
strip steel, showed the possibilities 
of uniform heat distribution with 
electrically heated equipment. No 
contention is made that all electric 
furnaces have perfect or even good 
distribution, as this, of course, de- 
pends upon the design engineers’ 
skill and experience. With the prope: 
design, however, electric furnaces 
will show results impossible to ob- 
tain otherwise. 

There have been published from 
time to time dissertations on this 
subject wherein 


the opinion that the source 
was not important, but that wit. 
correct furnace design any source 
was suitable. They may be right, 
but in view of the tests just men- 
tioned it is felt that “correct” fur- 
nace design with some fuels and for 
some applications is practically un- 
attainable. The author has _ per- 
sonal knowledge of numerous ap- 
plications of heat treatment that 
apparently cannot be successfully 
accomplished by means other than 
electric heat 

A great variation in furnace de- 
sign has been followed to meet ex- 
acting conditions of different an- 
nealing cycles. For continuous 
operations, heavy walls of fire brick 
and insulation are used. For inter- 
mittent cycles, light walls of semi- 
refractory bricks and insulation ar 
used. 

Definite rates of cooling are ob- 
tained by means of cooling ducts or 
pipes through the chamber or 
charge. With “double anneals” the 
ooling rates are just as important 
is the heating rate. Fig. 3 shows a 
arge car type furnace of this type 
so far there has been no occasion 
to supply artificial] atmospheres to 
-lectric furnaces for casting and 
.orging annealing, though unques- 
iionably such will come later to ob- 
ain some special results. 

Structural and Fabricated Shapes 

More recent is the advent of elec- 
ric annealing of structural shapes 
ind large welded and fabricated 
parts. The steel mills are experi- 
menting with such processes on 
rather large scales, and even rail- 
road rails are being annealed, both 
in Eurdépe and the United States, 
to determine the advantages of heat 
treatment. Large welded shapes. 
such as tanks, motor and generator 
frames, turbine parts, etc., are now 
annealed to relieve welding stresses 
and produce the proper grain struc- 
ture to give maximum strength and 
toughness. Furnaces for this prac- 
tice are usually of the car bottom 
type, to facilitate loading and un- 
loading, as the parts are quite heavy 
and require a crane for handling. 
Such a furnace is shown in Fig. 4. 


| This furnace has heat on all sides 


including the door, thereby insuring 
uniform heating to all parts of the 
charge simultaneously. Furnaces of 
this character have been built by 
one company up to sixty-five feet 
inside length, and 3,000 kilowatt in- 
Stalled capacity for annealing large 
still tanks. Another company re- 
cently installed an overhead con- 
veyer electric furnace for anneal- 
ng and enameling large pipe, hay- 
ng an installed capacity of over 
12,000 kilowatt in one chamber. As 
the steel industry comes to the gen- 
eral heat treatment of shapes on 
large tonnage basis. such furnaces 
will be common rather than excep- 
tions. Cost data on ‘these large 
furnaces are not available, but in 
all instances, to the author's knowl- 
edge, the users feel the results ob- 
tained justify the investment. In 
some cases these results cannot be 
secured any other way, regardless of 
cost 
(To Be Continued) 


COLYEAR OPENING BRANCH 

Portland, Ore., March 17.—The 
Colyear Metor Sales Corporation, 
automobile parts dealer, is opening 
a branch at 138 East 7th St., Port- 
land, where it will have a space o 
30x50 in a new buildinz 
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FIG. 4. 
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Large car type furnace with car withdrawn from chamber. 


Artificial cooling ducts are shown in top of furnace arch 
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LCC. TRUCK AND BUS ~ 
STUDY NEAR CLOSE 


(Continued from Page 1) 


transportation at the lewest 


ble cost. 

The principal contention advance? 
»y the opponents of unrestricte 
sus and truck operation is tha 
vhese do not pay a share of high- 
way costs comparable to the bene- 
‘its which accrue to them fron 
mproved roads, and that this 
oupled with the fact that the: 
‘o not have to comply with the rigi 
egulations imposed on rail carrier 
llows them to operate at rate: 
hich the railroads cannot possib}- 
neet. 

Further, they assert that thes 
lighway carriers resort to rate cut- 
ing to get business, which in the 
‘nd is actually destructive. but that 
is fast as one of these carriers drops 
off, another arises to take its place. 

The opposition has expressed 1t- 
‘elf in recommendations ranging all 
the way from a “rental charge” for 
highway use, and applications of 
regulations to conform to those 
under which the railroads operate 
including rate fixing, to the flat as- 
sertion that the highway carriers 
should be put out of business where 
they have entered into competition 
with the rail lines in sections where 
there is not a “living wage” for both 

The highway carriers have coun- 
tered with the assertion that thi 
will increase rates to the public: the 
Opposition says the public already is 
paying “hidden costs” in taxes anc 
other levies, from which the moto 
perators benefit. 

The highway carriers come back 
vith the declaration that they are 
paying their full share of the costs 
and that, in general, regulation ot 
their business is impracticable. in 
that it would reach a very smal 
minority of operators. . 

Common carriers, operating ove 
specified routes, they say, would 
bear the burden. This argument has 
been particularly emphasized in the 

| trucking field in relation to rates 
There, contract carriers, who have 
| no fixed routes, and privately-owned 
| trucks, handling the product of the 
| Operator, constitute almost all of 
this class, and it has been asserted. 
likewise disputed, that these could 
not be reached 

But the railrcads themselves are 
not at agreement on this program 
of restrictive regulation. Some of 
the lines have gone into the bus 
field, either as supplementary serv- 
ice or as a substitute for non-profit- 
able lines, and are satisfied with the 
way the scheme is working out. 

In the question of handling 
freight there is also disagreement. 

|In some quarters, and this includes 
some important systems where some 
| trucking is coming into vogue, a 


poss1- 


———— ow 


| 
| 
| 


| joint rail-motor plan is favored, with 


the railroads transporting loaded 

truck bodies or containers to prin- 

cipal rail heads, where they would 
be picked up by trucks for way sta- 
tion and store delivery. This truck 

Service also is available for freight 

pick-ups. Proponents of this plan 

believe they have a solution for 
heir problem at hand and say it 
cheaper than either all-rail or 

-truck hauls. 

Again, other railroads say their 
-ographical location is a barrier to 
uch operation on a profitable basis, 
Then the railroad brotherhoods 
nter the picture and ask how they 
it’into the plans of the railroads 
oing into the motor field. A War 
Jepartment spokesman, advocating 
o-ordination, has warned that the 
ailroads as the backbone of na» 
ional defense, should not be de- 
stroyed. 

A great many of the operations 
complained of do not have inter- 
state nature, but here the complain- 
ants have asserted that the state 
regulatory bodies have fallen down, 
and that it is necessary in the in- 
terest of the transportation industry 
as a whole that the government 
step in. Highway operators respond 
that the states have regulation, in 
so far as they may be practically in- 
voked. 

There is no doubt but that the 
recommendations of the Interstate 
Commerce Commission to Congress 
will be awaited with as much, if not 
more, interest than has ever at- 
‘ached to a transrortation report. 


'ERSEY FORD PLANT 
INCREASES ITS OUTPUT 


Edgewater, N. J.. March 17.—The 
Ford Motor Company's plant has 
doubled its output of cars daily 
within the last ten days, with an 
tverage output now ranging trom 
‘59 to 480 cars a day. Men are being 
aken on at the rate of from 25 to 
100 a day, officials at the plant say. 
Che present schedule is half of the 
apacity of the plant, and about 
‘qual to production of a year ago 
it the old Kearny plant. 

So fast have cars been turned out 
during the past week the automobile 
convoy companies serving the Ford 
Company have been unable to keep 
up with the deliveries. More con- 
voys have been purchased and cars 
are being stored on vacant property 
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'in the borough until additional de- 


livery facilities can be engaged. 


LYBECK NAMED TO HEAD 
s. A. E. IN NEW ENGLAND 
Boston, Mass., March 17.—Officers 
for 1931-32 have been nominated by 
the New England Secction, S. A. E., 
as follows: R. F. Lybeck, chairman; 
Dean A, Fales, vice-chairman; Fred 
W. Herlihy, secretary; A. E. Postal, 
treasurer. These will be voted upon 
at the meeting April 8, which will 
be devoted to traffic signals. 


(Continued from Page 4) 


ihe range of standard coachwork offered is not only fairly 
extensive, but shows that comfort and appearance can be 


secured at moderate cost. 


German constructors are also not 


afraid of sponsoring unorthodox features of design if they 
are convinced of their worth; thus, front-wheel drive, inde- 
pendent springing, and novelties in frame design are to be 


seen. 


It is surprising to find, however, that the external 


contracting band brake has made a reappearance. 

As regards special coachwork, it may be said that some 
very attractive examples are on view. The sport coupe has 
been widely adopted, although it is almost universally given 
a drop head, with a down-swept top edge to the rear side 
panels below the waistline and a separate and rather shallow 
luggage trunk in order to allow the head to fold neatly when 


open. 


Most of these coupe designs have comfortable and 


roomy rear seats for occasional passengers, but, naturally, 
the large blind quarters allow their occupants only a very 
restricted view. Accordingly, some of these bodies are given 
quarter-lights, while four-door four-light close-coupled bod- 
ies are also now offered, and are fitted with drop heads. 
Probably it is from such designs that the several four- 
door all-weather bodies shown have been developed, these 


being excellently thought out and giving all the comfort of 
' saloons when closed and yet opening out to form touring 
| bodies of quite pleasing appearance. 


In Germany, a drop 


head, seems, in fact, to be preferred to a sunshine head, al- 
though it is pleasing to record that in one or two cases the 
British Sunsaloon head fittings have been adopted.—The 


Autocar (England). 
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